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The 


NATIONAL 
Flexible Storm-Proof 


DOOR HANGER 


The difference between “National” Hangers and other Hangers lies not only in 
the word “National,” which is enough alone to satisfy no small percentage of 
dealers, but in their vastly superior construction. 


No. 
77 


(Patented April 24, 1906) 
(Patented September 24, 1912) 


In the first place they are made of heavy gauge steel with both connecting strap 
and drop strap reinforced with heavy embossing. 


Their construction although simple reflects the “National” forethought for 
scientific details, that are lacking in other Hangers, the Flexible Hinge-Joint 
which eliminates vibration in the Hanger and allows for the necessary yield- 
ing of the door in receiving bumps, the oil holes for the bearings, and the rail 
with the bird-proof hood extending below the top of the door. 


The storm-proof rail is a rapid seller, and is made in two pieces with dove- 
tailed joints, doing away with the need of cover splices. The cover can be re- 
moved at any time for painting inside the rail. 


Outstanding features like these are ‘what form the very essence of popularity 
itself, and these Hangers boost the name of “National” wherever they are sold. 


Buy direct and let “National” in turn boost your name. 


National Mfg. Company 
Sterling, Illinois 
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Here the editor of HARDWARE AGE discusses the Winchester Plan from the 
standpoint of the retailers both inside and outside the Winchester Family. 
In future issues dealérs are invited to express their views on this epochal 
development in hardware distribution. 











Part Three 


The Retailer's Side of the 
Winchester Plan 


By Roy F. SOULE 


OW for the dealer’s side of the Winchester Chain Store plan—the 
side of the Winchester dealers who have accepted the plan, and of 
the other dealers who have either refused to join, or haven’t been 

invited to come in. 

I don’t know who are the Winchester dealers, and I don’t know 
what dealers are on the outside. That this information is temporarily 
denied me is a source of gratification, for I am sure many of my 
friends are in both camps. I want to put fairly before the readers of 
HARDWARE AGE the thoughts that are in the minds of these two groups 
of dealers. 

First we will discuss the dealer who has been “sold” on the Win- 
chester Plan—the man who proposes to prosper by being a part of the 
first big chain of hardware stores ever launched in America. There 
are now over a thousand such dealers. To double this number is the 
ambition of the Winchester men who are confidently working to that 
end. 

These merchants have been carefully selected by Winchester sales- 
men who have been in the field for months. It is to be presumed that 
a very high grade of merchants have been recommended. Certainly 
no effort has been spared to woo them into the Winchester family, and 
then to march them right up to the altar where mutual promises 
changed the name over the store door. 


The love song of the Winchester swain has been vibrant with the 
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advantages of co-operative merchandising, plaintive with the pulling 
power of wonderful window trims and serious with the services of nu- 
merous specialists on the pay roll. These notes intermingling with 
the attractive trills of exclusive territory on new Winchester products 
brought the adored dealer to the balcony. Then the Red “W” Romeo 
strummed and tenored his temptations with renewed vigor, singing 
stanzas of wealth-wedded drug brides in palatial domiciles of commer- 
cial happiness, and under the spell of that wierd well-directed music 
the dealer wavered. 

Quick to note and profit by each changing emotion, the ardent gal- 
lant in the new garden of distribution threw full lung power into. the 
high notes of final appeal, and as the words pregnant with price pref- 
erence on guns and ammunition tumbled from his trembling lips the 
triumph of conquest came to crown his effort. 

The dealer succumbed and slipped down the winding stairs. There 
in the garden of hope he gladly pledged love, loyalty and merchandis- 
ing devotion. 

It’s a great life, if you don’t weaken. Those Winchester boys have 
a good story and they sure know how to tell it. 

Gee whiz! I’ve nearly overlooked a bet. Who ever heard of com- 
mercial wedlock without a dowry. When the smushing was all over 
in the magnolia patch the happy young couple broke the news to their 
proud parents, and the heads of the families rapidly got down to cases 
on the give and take. 

Naturally it was a-red letter day for the bride, and she got the 
Winchester name. Then she was granted double coupons on Winchester 
guns and ammunition. Unto her and unto her only was pledged the 
privilege of marketing skates, tools, tackle, cutlery and all other new 
Winchester products. And then all the other promises of he who had 
wooed and won were put on paper, signed and sealed. 

Naturally, the dealer’s family gave up some things besides the old 
name. A certain amount of stock was purchased in the Winchester Com- 
pany, and it was further agreed that an advertising and merchandising 
service should be paid for as it was delivered monthly. Then the banns 
were published in magazines of national, local and trade influence, and 
in due time a new wedding ring solemnized a union for better or for 
worse. 

And now the blended influence of the Winchester Company and 
the Winchester dealers is meeting the buzz saw of competition, the 
rough spots of life, the corduroys that jolt the buckboard of business. 
There are rumors of divorce, and whether this be vicious scandal made 
of whole cloth or justifiable gossip, time alone will tell. The variance 
of views certainly furnishes excellent material for visual stomach ache. 
To one group it appears the essence of sunshine, and to others it seems 
a bottomless pit of intrigue. 

The Winchester dealer feels that the big step he has taken will 
give him more prompt deliveries, more favorable prices, more selling 
co-operation, and he is happy in that conclusion. 

Disturbing elements are, however, at work to wreck the tranquillity 
of his thought. What is to become of merchandise sweethearts of the 
past? 

' Will the Winchester skate sell as did the Union? 

Will the public lean toward Winchester wrenches with Coes still 
available to the customer? 

Will a Winchester plane prove as popular as a Stanley? 

Will a Winchester saw size up alongside an Atkins silver steel? 

Is the Winchester dealer to hold the old agencies that were his 
in the days gone by, or will his enthusiasm for the Red “W” products 
send customers to other stores? 
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“But more of the dealers are viewing the 
Winchester move with alarm, suspicion and 
downright hostility. They feel that their con- 
fidence has been imposed upon and their co- 
operation has been badly abused.” 





Roy F. Soule 











Is the advertising of the Winchester name to dim the identity of 
the dealer? 

Will the personality of the individual be smothered in the person- 
ality of Winchester? Is the dealer selling his birthright, and if so, is 
it for a mighty good reason or a mess of pottage? Is the stock he has 
purchased in the open market a juggled stock that shoots up and down 
like a monkey on a string, acrobatically controlled? Is the Winchester 
Company strong enough financially to weather the gale of opposition 
that is sweeping toward it? Will customers ever buy hardware with 
as little looking, as little feeling, as little thought as they buy drugs? 
Is Louis K. Liggett the controlling factor in the Winchester Company? 
And, if so, is Mr. Liggett really a great merchant, or a smooth manipu- 
lator? These and a hundred other questions are being thrown at the 
Winchester dealers. If they are half sold on Winchester such ques- 
tions may be very disconcerting. If they are mere prospects such ques- 
tions may be so confusing as to delay or completely call off any contem- 
plated action. On the other hand, if the Winchester dealer is solidly 
sold his mind is quite at rest regarding the future. 

And granting a full quota, there are or will be but about two 
thousand such dealers. What of the other 90 per cent? How do they 
feel about the Winchester Chain Stores? 

Well, there are many who feel that the golden opportunity of their 
brightest dream approaches realization. These are the dealers who 
look with longing eyes upon choice agencies in their communities. 
There are many who feel that the general public is opposed to the 
trust idea, and in small communities trusts are merely big outside 
concerns operating locally. Will we trade with Jim Smith, or give 
it to the trust? That’s rural philosophy, and the Winchester store's 
competitor analyzes it with considerable gratification. 

But more of the dealers are viewing the Winchester move with 
alarm, suspicion and downright hostility. They feel that their confi- 
dence has been imposed upon and their co-operation has been badly 
abused. 

Take, for instance, a town adjacent to a big game country, a town 

where guns and ammunition find a ready market, a town of four good 
hardware stores, one of which has been selected as the Winchester 
‘store. All of these stores have handled Winchester goods, all of them 
have advertised Winchester, talked Winchester, displayed Winchester, 
and now one of them is to reap the benefits of that effort. This se- 
lected store is to be supplied with Winchester guns and ammunition at 
special prices. That sure is some jolt, and the other stores are up in 
arms. They say that in the future every Winchester gun or shell or 
cartridge that they may sell just advertises their competitor, the Win- 
chester store, the more. These merchants feel that they are the vic- 
tims of more than circumstance. 
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Now, it is true that in a town where there is one bang-up good 
hardware store the other hardware stores in that town are almost in- 
variably worthy competitors. Good stores run in groups, and in this 
sample town of four stores the Winchester dealer is going to be given 
a red-hot run for his money. 

The advertising and merchandising service to which he has sub- 
scribed will, I believe, prove to be all that was said for it. But while 
it is being used it is a safe bet that the competitors are going to speed 
up everlastingly. It is a sure thing that if competitors of the chain- 
store merchants are going to spend their time knocking, the Winches- 
ter store will make good and take more than its share of the business. 
The way to meet progressive merchandising methods is with more pro- 
gressive methods. The need of the hour is the will to work. 

Some of the new Winchester dealers are frankly talking about the 
elimination of the jobber. Such talk is selfish effervescence. It reveals 
most regrettable, self-centered interest. It does not take into considera- 
tion all the retail hardware merchants. 

If the Winchester plans should be all they are rumored to be, in 
due time the Winchester dealers may be independent of the wholesaler 
of hardware. If, however, the privileges of the jobbers’ service was de- 
nied them right now they would probably feel the crimp immediately, 
and many of them would go out of business shortly. 

I realize probably as well as any one that there are good and bad 
wholesalers. The jobbing trade is not free of the hold-up artist. There 
are few, if any, lines of business where the profiteer does not coil to 
strike with poison fangs, but as a whole the hardware jobbers are 
clean. Their service is essential. 

Suppose the Winchester dealers should in time be in a position to 
so buy hardware as to eliminate the jobber. How about the 90 per cent 
of the hardware dealers who are not in the Winchester chain? 

Well, I want to go on record as saying that without the jobbers’ 
stock and service, the first detrimental effect would be the necessity of 
digging up just about 50 per cent additional capital, and the next need 
would be for greater warehouse facilities. Then the dealers would be 
“out of stock” to a degree never even faintly imagined in the past. 

It is true that jobbers have been “back ordering’? enormous quan- 
tities of hardware. No sensible dealer imagines for a minute that the 
jobber likes this thing necessity has forced upon him. The back order 
means lost profits. Is the remedy for the “back order” to come through 
the elimination of the jobber? Not by a long shot. If it is so difficult 
for jobbers buying in full case or full car lots to secure merchandise, 
how much more difficult would it be for the dealer buying in broken 
lots. The long freight haul means money tied up in merchandise. 





“Some of the new Winchester dealers are 
frankly talking about the elimination of the 
jobber. Such talk is selfish effervescence. It 
reveals most regrettable, self-centered in- 
terest. It does not take into consideration all 


the retail hardware merchants.” 
Roy F. Soule 
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“Already this innovation in  merchan- 
dising has stimulated the hardware merchants 
of this country to most unusual efforts, and it 
is a safe prediction that 1920 will be marked by 
a selling effort that will make the whole 
nation sit up and wonder at the splendid 
initiative of men who merchandise under the 
name hardware.” 

“Now we are ready for comments. We 
have a lot of them ready to run. If we have 
overlooked any important points that affect 
your side of the Winchester Chain Store 
write us promptly. The columns of HARD- 
WARE AGE are wide open to a logical dis- 
cussion of all sides of this important matter.” 


Roy F. Soule 











Then, too, is the manufacturer to build great warehouses at his factory? 
Just now the jobber is his warehouse for goods that are shipped as 
rapidly as they are turned out at the mill. 

Does the Winchester dealer hope to hang such handicaps on the 
other dealers by his elimination of the jobber? I don’t think so. I am 
more inclined to believe such talk to be spitfire conversation stimulated 
by some transaction of the past that has left a bad taste. 

There has never been a time in hardware history when it was so 
up to the dealer to go out after business as right now. Most of the 
State hardware secretaries are opposed to the Winchester plan. Many 
of them are holding local meetings or circularizing. their members. on 
the subject. It is on the programs of most of the retail conventions to be 
held during January and February, and some red-hot discussions are 
certain to develop. a 

Personally I believe that the fairness of hardware men will give 
and take, feeling at all times that the other fellow feels right down deep 
that he is right. 

Already this innovation in merchandising has stimulated the hard- 
ware merchants of this country to most unusual efforts, and it is a safe 
prediction that 1920 will be marked by a selling effort that will make 
the whole nation sit up and wonder at the splendid initiative of men 
who merchandise under the name hardware. 

Now we are ready for comments. We have a lot of them ready to 
run. If we have overlooked any important points that affect your side 
of the Winchester Chain Stores write us promptly. The columns of 
HARDWARE AGE are wide open to a logical discussion of all sides of this 
important matter. 
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O one would think of erecting a building without 
N a strong and substantial foundation upon which 

to work. Therefore the whole foundation of 
successful showcard work lies in the secret of careful 
and accurate spacing, having the card properly centered 
and all lettering laid out with a lead pencil before you 
begin. 


A showeard properly “centered” and accurately “laid 


By 
JOSEPH 
BERTRAM 
JOWITT 





cuc”’ and spaced is half done. This is te keynote of 
success in showceard writing. 

Second in importance is composition. 
the story in as few words as possible. 

After writing out the reading matter that you wish 
to put on card see how much you can “boil it down” 
by leaving out as many ifs, ands and ofs as would be 
consistent. 


Try and tell 


A screw driver card enlivened by illustrations cut from ads 
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MODERN 
BaTH Room 


FIXTURES. 


Sohn Dot Herdware Co. 
NO9 vowing wmaccurate lay oul sd So vay 





UES ie 
Bad spacing will spoil any card 


For instance, “Special Sale Housefurnishings” sounds 
better, reads better and looks better than “A Special 
Sale of Housefurnishings Now in Progress.” The ‘‘A” 
and “of” are not necessary, and “Now in Progress” is 
superfluous. 

With the exception of the block type alphabet there 
is no fixed mathematical rule for the formation of let- 
tering. The law is based entirely upon approximates. 
With some beginners the supposition is that all letters 
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MODERN 


BATHROOM 
FIXTURES. 


: Joli Loe Hardwar elo 
NO | Showing correct layout aid. SAUCY, 
. —=<== . / ‘ | 


Good spacing is the making of the show card 


are the same size, formed on mathematical lines. Of 
course this is not so. 

While all letters appear to be the same size some 
letters such as A, M, W, X and Y occupy more space, 
others less, to produce the appearance ef uniformity. 

There is nothing that will help the beginner more 
than closely following the copy of alphabets which are 
shown in HARDWARE AGE and gaining the practical ex- 
perience through practice. 


A striking card into which pasted illustrations, cut from ads, inject added pep 
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C dhe Quality 


ROPE. 


A cordage card in which Mr. 


All round letters such as O, G, Q and C should extend 
a mere trifle above the top line and below the base line. 
If this rule is not observed the round letters will look 
less in height in a line of lettering than the rest of 
lettering in same line. 

The space between words should never be less than 
the width of a single letter. Notice the following 8 
words all run together without spaces: SeeHowFunny 
aSignLooksThisWay. 

The Right and Wrong of It 
ARTICULAR attention is called to plates Nos. 1 
and 2 showing correct and incorrect layout and 
spacing. It is almost impossible to believe that these 
two cards are the work of the same showcard writer. 


While one is neat and symmetrical the other is so poorly’ 


spaced and out of alignment as to actually offend the 
eye, taking away all the graceful lines of the letters. 

By this comparison you will see that no matter how 
perfect the lettering is, if the layout and spacing are 
inaccurate the showcard is “queered” and the desired 
effect is entirely lost. Now observe the following 
points, beginning with card No. 1, the correct layout. 
The words “Complete assortment of” start at a given 
point and end the same way. 

When all the horizontal lines are drawn in lead pencil 
an upright line is drawn through the center of card. 
This acts as the most important guide in centering all 
reading matter that goes on the card. 
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Jowitt uses illustrations cut from ads 


Notice the word “Modern” how evenly it is divided by 
this center line—three letters at left and three letters 
at right of line. Then the words “Bath Room,” each 
with four letters, evenly divided by center line. Next 
comes the word “Fixtures,” which, although it has an 
equal amount of letters, cannot be divided with four 
letters on right and left of center line on account of 
the letter “I” taking up one-quarter of the space occu- 
pied by the other seven letters. Always remember to 
allow additional space whenever the letter “I’’ appears 
in a word. 

Always remember to leave plenty of margin around 
your showcard. Never at any time should lettering 
extend to the edge of card. 

Now take card No. 2 and pick it to pieces. It is 
as irregular as a band out of tune. Without the center 
upright line the spacing of the letters is a mere matter 
of guess work. 

The word “Modern” 
right more than it should. 
between the words “Bath Room, 
tures” is indeed a sorry climax. 

Notice how much. smaller the letters “R & E” are by 
comparison with the other six letters. This same mis- 
take of crowding is made by many who do not care to 
bother with “centering” their work. If more attention 
were paid to the layout and spacing the beginner would 
progress more rapidly in showcard writing. 


extends over one inch to the 
There is too much space 
” and the word “Fix- 





The next article by Jowitt, 





“the Show Card Wizard,” will appear in the 
Spring Buying Number of Hardware Age, February 5.—It will be one 
of the best of the entire series. 
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Selling the Slav in 
Your Town 


The Hardware Dealer Should Look to 
the Needs of the Foreigner—He 
Pays Cash, Carries His Own 
Bundles and Buys the 
Best 


By JOHN A. MCNAMARA 


Chicago and other industrial centers of the 

United States is but a matter of a few days for 
the average foreigner once he has gotten through the 
intricate workings of that receiving port. True, not 
so many of them are getting in at the present time as 
there were a few years back, but still they are coming 
and the forthcoming year promises that a still larger 
number of new housemaids, factory workers and out- 
door laborers will be with us. 

Foreign population and the hardware trade are 
coupled together in a way which is overlooked by many 
an otherwise progressive merchant. Merchants for 
years have seemed to overlook the fact that foreigners 
as customers are one of the best prospects that come 
to any city. Next to the Newlyweds and the Newly- 
riches, the Newly-arrived should be classed. 

Did the average merchant ever stop to think that 
foreigners nearly always pay strictly cash for their 
purchases? In most instances they do this through no 
choice of their own, but the fact remains that they are 
cash customers and in addition to this they are pur- 
chasers of some of the best hardware that is stocked in 
any store today. 


To jump from Ellis Island to Pittsburgh, Buffalo, 


Consider the Kitchen 
FoR an example, take the Polish population of any 
city. Their kitchen may not be the cleanest, very 
often it is the dirtiest, but one look will convince you 
that the range used by these people is of the biggest 
household type built and that. the cooking utensils far 
outnumber those found in an American house. 

A little investigation will disclose the reason for this. 
Polish, and this applies to Italian as well, do not as a 
rule occupy the entire seven- or eight-room house which 
they rent. They have a simple system of subleting each 
room in the house to an entire family, thereby increas- 
ing the number of families in one house to six or seven. 
The kitchen is not rented as a living room. One of the 
Clauses of the “verbal lease’ when renting is that the 
family will have the use of the kitchen for cooking: pur- 
poses. This makes six families using the same range, 
not always at the same time, but usually continuously 
several hours of the day. 

These people realize that no ordinary range will do 
the work, so, naturally enough, they get the biggest 
and best. Added to this are six sets of kitchen uten- 
sils. Now add to this same house washtubs for six 
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families, washboards, wringers and clothesline and you 
have a rather crowded kitchen, all of the things salable 
at any hardware store. With the exception of the 
range all of it is salable at the department store or 
5 and 10 cent store for that matter. 

And right there is the rub. Foreigners as a class go 
to the cheaper class department store and to the 5 and 10 
cent stores for everything. These stores demand cash 
and if it were not for their foreign trade they could not 
exist in most communities. The foreigner goes there 
simply because of one reason. He has never heard of 
the hardware store, or, if he has, doesn’t know the 
meaning of the word hardware. In other words his 
business has never been solitited. 

They Don’t Read English, You Know 
EWSPAPER advertising, folders and circulars in 
English, street banners or artistic openings, mean 

nothing in his young life. He speaks Polish or he 
speaks some other language and the only way that he 
knows how to go to the department store is because he 
has been told to go there or else the long-headed depart 
ment store owner has gotten out circulars, catalogues 
or folders in foreign languages. 

And most department stores and 5 and 10 centers have 
gone a step further and employed clerks that speak the 
foreign language as well as English. Not a bad idea 
either. They have advertised for this trade and after 
getting it to the store it is waited upon by some one 
who speaks their own language. If anyone who reads 
this was over in France last year they will understand 
the joy when they went into a store where English was 
spoken. That was the place that they went back to 
instead of the place across the road where the pretty 
little mademoiselle only smiled and answered coyly, 
“Pas Compre.” No matter how pretty she was you 
went to the place where they understood your lingo and 
you went there repeatedly. 
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Foreigners Are Laborers 


OREIGN trade which starts with the sale of some 

simple household necessity is quickly followed by 
much larger sales. Besides the things which have been 
enumerated in this article the “man side” of the house 
must be considered. The bread winner of the foreign 
variety differs from the American born in that he buys 
more hardware. He still carries a dinner pail. He 
uses picks, shovels and crowbars or linebars. He may 
even carry carpenter’s tools and very often does handle 
cement worker’s tools, such as markers and sidewalk 
finishers. Maybe he doesn’t understand the language, 
but he certainly understands how to make a living. 

If you have ever visited a foreign district, have you 
ever noticed that behind every house, no matter how 
small, there was a garden of some kind? Tenements 
must be excepted, but even behind some of them is a 
little community garden. You realize that no one gave 
those seeds, or the rake or hoe or wire netting, to the 
foreigners, don’t you? Even the Congressmen have 
overlooked Giuseppe. He went out and bought them, 
paid cash for them, thereby putting another brick in 
the Woolworth building. 

Did you ever visit a Polish neighborhood on Christ- 
mas? You may think that you have been giving your 
kids a good time on this day, but it don’t compare with 
the Polish Christmas. Toys are cheaper, but this is 
because they have been bought in a cheaper store than 
the one where you hang your hat. And they were 
bought there because the poor Polak never heard of 
your store. That the kids don’t have a better Christmas 
is your fault. The spirit of giving is there, the love 
for the children is there, and they have gone the limit 
of the 5 and 10. They would have gone the limit in 
your store if they had known that you existed. So 
this year, if you don’t get the foreign business, you 
can rebuke yourself when the foreign kids have to be 
contented with inferior toys. 

Did you ever attend a Polish wedding? In the first 
place it is a feast for the entire neighborhood, con- 





Hardware Age 


sisting of fried pork and fried chicken mostly, combined 
with weird goulashes and concoctions that but few 
Americans have heard of. Nevertheless they are all 
prepared in or on American hardware. Oftentimes the 
weddings wind up in a sort of free-for-all in which 
much cutlery is used and the implements of warfare 
are kettles, pans, pots, pokers, lid lifters, and, in fact, 
everything liftable. Most of this must be replaced the 
day after the festivities, so watch out for business 
directly following the announcement that “the groom 
was attired in the conventional black, while the bride 
wore a creation of black and blue, relieved here and 
there by red.” 
Cash Trade Overlooked 

gree panty speaking, much cash trade is being over- 

looked by hardware stores the country over because 
they have not gone after it. Folders printed in foreign 
language and written correctly, special appeals made 
to the likes and fancies of the foreign women, followed 
up by a clerk who is intelligent and honest and who 
speaks the foreign language, and, in addition, who is 
popular in the neighborhood, will bring big results. 

Not too much importance can be given to the selection 
of the clerk. Young foreigners are funny in this re- 
spect. As soon as they are Americanized they are very 
apt to pick up graft of the petty order. They are always 
on the lookout for the dishonest profit in one way or 
another. News travels much quicker in a foreign neigh- 
borhood than among Americans and if they once have 
occasion to suspect this one or that one he is doomed 
from a commercial standpoint. But a young man with 
a good reputation, a high school or part of a high school 
education, and popular in the foreign neighborhood, is 
an asset to any hardware store in the United States. 

It is very true that the foreigners won’t go in very 
much for casseroles or chafing dishes, but if they are 
shown the advantages of washing machines, garden 
sprayers and other things which they don’t own today 
they will be purchasers, and later on they may try out 
the chafing dish. 


The foreigners generally buy on a “cash and carry’ basis 
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A little Polish family that has just arrived, ready for American hardware 


Do Them a Favor 


SHORT educational campaign, the hiring of a 
foreign-speaking clerk, a little patience, and cash 
purchases will follow just as sure as the night the day. 
And you will be doing the foreigners a great favor by 


showing them that there is better grade goods, sold 
much cheaper considering the hard usage they give 
them, and modern improvements which are labor-savers, 
and at the same time building up a grateful clientele 
for your store. 


Coming Conventions and Hardware Exhibits 


WESTERN RETAIL IMPLEMENT, VEHICLE AND HARDWARE 
ASSOCIATION CONVENTION, Kansas City, Mo., Jan. 13, 14, 15, 
1920. H. J. Hodge, secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION, Dallas, Jan. 20, 21, 22, 1920. A. M. Cox, secretary, 
1808 Main Street, Dallas. 

MouUNTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION AND EXHIBITION, Denver, Col., Jan. 20, 21, 
22, 1920. Place of meeting will be announced later. W. W. 
McAllister, secretary-treasurer, Boulder, Col. 

PaciFIC NORTHWEST HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Davenport Hotel, Spokane, Wash., Jan. 
20, 21, 22, 23, 1920. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

OREGON RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Imperial Hotel, Portland, Ore., 
Jan. 27, 28, 29, 30, 1920. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Atheneum Hall, Indianapolis, Jan. 27, 28, 29, 
30, 1920. G. F. Sheely, secretary, Argos. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ ASSOCIA- 
TION CONVENTION AND EXHIBITION, Armory, Louisville, Jan. 
27, 28, 29, 30, 1920. J. M. Stone, secretary, Sturgis. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Feb. 3, 4, 5, 1920. John H. Morgan, secre- 
tary, Morgantown. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Lincoln, Feb. 3, 4, 5, 6, 1920. Nathan 
Roberts, secretary, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Milwaukee, Feb. 


4, 5, 6, 1920. P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBIT at Grand Rapids, Feb. 10, 11, 12, 13, 1920 
Headquarters, Hotel Pantlind. Exhibit at the Furniture 
Exhibition Building. A. J. Scott, secretary, Marine City 
Karl] §. Judson, exhibit manager, 248 Morris Avenue, Grand 
Rapids. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines Auditorium, Feb. 10, 11, 12, 13, 
1920. <A. R. Sale, secretary, Hardware Building, Mason 
City. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 10, 11, 12, 13, 1920. Hotel 
headquarters, Bellevue-Stratford. Sharon E. Jones, secre- 
tary, 1314 Fulton Building, Pittsburgh, Pa. 

NorRTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Municipal Auditorium, Grand Forks, 
Feb. 11, 12, 13, 1920. C. N. Barnes, secretary, Grand Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Hotel Sherman, Chicago, Feb. 17, 18, 19, 1920. 
Leon D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION CONVENTION, St. 
Joseph Auditorium, St. Joseph, Feb. 17, 18, 19, 1920. F. X. 
Becherer, secretary, 5136 North Broadway, St. Louis. 


NEW YORK STATE RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 20, 1920. 
Headquarters, Onondaga Hotel. Exhibition, State Armory, 
Jefferson Street. John B. Foley, sceretary, 607 City Bank 
Building, Syracuse. 


(Continued on page 109) 








Letters of a Sales Manager to His Men 
XLVI 


Here Is a Salesman Who Keeps Posted on His New 
Lines or Loses His Job 


This is the forty-seventh of a series of sales letters, which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues 
through the year. 


invited by Morgan Wallace of the Morgan Wallace players of the city, to watch 
and note the intimate details in the production of one of the plays he and his com- 
pany produce each week at the Grand Theater. 


A FEW evenings ago I was permitted to see a show from behind the scenes. I was 


An actor is a salesman in every sense of the word. He must sell his play to the public, 
and the more proficient he is in the production of the part assigned to him the better pleased 
the patrons of the theatre are, and the more often they will attend his performances. 


As I watched the production of the play, and listened with great interest and no small 
amount of surprise to the explanations made by the manager, of the plan pursued in the prep- 
aration of the production, I was struck with the fact that there was a deal of similarity be- 
tween the work of an actor and the work of a salesman. 


Each one has to sell his proposition to the other fellow, and I observed that the actor 
that received the greatest applause and that was the most popular with the audience was the 
one who knew his part best. 


It was not a case of the best looking actor being the most populary or the one that had 
the most admired part; but the one who had learned his or her lines the best. 


The one who received the most generous applause was the one who put his lines over 
the footlights in the best way. 


The one who had learned his lines so well that he could forget everything else but the 
part he was impersonating. 


I enquired particularly about the plan used by the players for learning their several 
parts. It seemed to me that it was an endless task, to learn a new part every week; but I 
learned that each player was doing three things at one and the same time: st, Forgetting 
the part played last week; 2nd, Playing the part assigned to him this week; 3rd, Learning 
the part that he is to play the coming week. 


If you could have been with me, I am sure you would (as I did) resolve that you would 
learn your part in the sale of our line of goods so that you could put your sales talk across 
because if a mere actor in a stock company can and does forget a part—play a part, and 
learn a part all in the same week and at the same time, you and I can surely master the 
details of a sales talk on each new line of goods as it is brought out. 


Is it asking too much of us salesmen that we be fully informed about the new lines of 
goods that are added to our stock? 


Is it fair to us to let days and weeks go by without our learning our speaking parts 
about our merchandise? 


When Thursday rehearsals are called on the play, to be given the coming week—every 
man and woman in the play must know his or her part. Excuses don’t go. The player 
knows his part, or he goes. , 


When you are tempted to offer, as an excuse for not having a proper working knowl- 
edge of any line of goods—before you put yourself on record by saying you have not had 
time—just think of Mr. Actor, and he doesn’t get more than 33 1/3% of the salary you do. 

108 








January 8, 1920 


109 





In the 


MORNING'S MAIL 


From the Trade 











Beardsley Etected Chairman 


At the last meeting of the Vacuum Cleaner Manufactur- 
ers’ Association held at Cleveland, Ohio, Dec. 5, a Vacuum 
Cleaner Association was organized for the betterment of the 
vacuum cleaner industry and as 
a means of increasing facilities 
and improvements in the trade. 
Charles S. Beardsley, general 
manager of the United Electric 
Company, Canton, Ohio, was 
unanimously elected chairman. 
The other officers elected for 1920 
were: A. J. Stecker, president of 
the Stecker Electric Company, 
Detroit, Mich., vice-chairman, and 
C. G. Frantz, general manager of 
the Apex Electrical Manufactur- 


ing Company, Cleveland, Ohio, 
secretary and treasurer. 

An executive committee was 
appointed, consisting of F. S. 


Hunting, general manager of the 
General Electric Company, Fort 
Wayne, Ind.; H. W. Hoover, gen- 
eral manager of the Hoover Suc- 
tion Sweeper Company, North 
Canton, Ohio, and A. S. Phillips, 
of the Spencer Turbine Cleaner 
Company, Hartford, Conn. 

Charles S. Beardsley has made 
a notable record in his admin- 
istration of the affairs of the United Electric Company, 
and it is not too much to say that the household ap- 
pliance industry, as a whole, has profited greatly by the 
many novel merchandising ideas» which he has introduced 
since he took over, some two years ago, the management 
of the affairs of the concern with which he is connected. 
His broad experience in merchandising and his sound train- 
ing in advertising methods, coupled with a thorough me- 
chanical knowledge, accounts for the present position of his 
concern in the industry. 





C, S. BEARDSLEY 


Unique Catalog 


The Supplee-Biddle Hardware Company’s new “War Re- 
lief” catalog is unique in view of the fact that all the work 
was done without the machine typesetting—by a process 
known as planographic—which was resorted to because of 
the slow results incident to the general conditions in the 
printing trade and the labor troubles with machine type- 
setters. The time required from the morning the first page 
was started until the day that the completed copy was 
handed to Charles M. Biddle, president of the company, was 
just ninety-nine working days, or as some mathematician 
has figured out, 504 hours or 30,240 minutes. It also re- 
quired half a million impressions to turn out the book. It 
is bound in a Quaker gray cover and is 74 x 9% in. Only 
a general line of hardware is shown in this book. 


Used Gas Engines 


Even’ the recent shortage of fuel did not stop the Louden 
Machinery Co. of Fairfield, Iowa, from pursuing its daily 
course. This: concern manufactures modern barn equip- 
ment, and when it looked as if the coal would not be forth- 
coming they immediately installed a number of gas engines, 
which they had secured from the Fairfield Auto Type Engine 
Co. ‘of the same-eity. 





President Fred V. McGraw and the branch managers of 
the Bailey Drake Company, Inc., of Chicago, snapped at the 
annual convention of the sales force of the company held 
recently at Chicago. Mr. McGraw was recently made presi- 
dent of the Bailey Drake Company. He founded the com- 
pany in 1908 with the late Don E. Bailey, left in 1910, and 
returned in 1915 to reorganize the firm of which he is now 
the president. Mr. McGraw is seated in the center of the 
hrst row. 


Increase Factory 


The Lowe Brothers Company, manufacturer of paint and 
varnish, Dayton, Ohio, recently purchased a_large plot of 
ground adjacent to its present factory on which ‘is located 
two buildings containing approximately 75,000 sq. ft. of 
floor space, which will be utilized to increase the productive 
capacity of The Lowe Brothers Company. 


’ 6é $9 
It’s Now “ Rayvac 

Henceforth the “Simplex” vacuum sweeper will be known 
as the “Rayvac” sweeper. This product has been on the 
market for some little time and is manufactured by the 
Ramey Manufacturing Company. The change in the name 
comes as a result of the combination of the first letters of 
the firm and the word vacuum making a unique trade name. 
The Ramey Company is located in Columbus, Ohio. 

Conventi 
sonvention 
(Continued from page 107) 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVENTION, 
St. Paul Auditorium, St. Paul, Minn., Feb. 17, 18, 19, 20, 
1920. H. O. Roberts, 1030 Metropolitan Life Building, 
Minneapolis, Minn. 

NEW ENGLAND HARDWARE 
VENTION AND EXHIBITION, 
Mass., Feb. 23, 24, 25, 1920. 
High Street, Boston, Mass. 

OHIO HARDWARE ASSOCIATION CONVENTION, Hotel Gibson, 
Cincinnati, Feb. 24, 25, 26, 27, 1920. 
retary, Dayton. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN 
TION AND EXHIBITION, Sioux Falls, Feb. 24, 25, 26, 27, 1926 
H. O. Roberts, secretary, Metropolitan Life Building, Minne- 
apolis, Minn. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVENTION AND 


DEALERS’ 
Mechanics’ 
George A. 


ASSOCIATION CON- 
Building, Boston, 
Fiel, secretary, 10 


James B. Carson, sec- 


EXHIBITION, Murphy’s Hotel, Richmond, Feb. 25, 26, 27, 1920. 
Thomas B. Howell, acting secretary, Richmond, Va. 
SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASS)- 


CIATION, composed of Alabama, Florida, Georgia and Ten- 
State Associations, Convention and Exhibition, At- 
lanta, Ga., May 4, 5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., May 11, 12, 13, 14, 1920. 
Marlborough-Blenheim. 
Va. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION CON- 
VENTION, Atlantic City, N. J.. May 11, 12, 13, 14, 192%. 
Headquarters, Marlborough-Blenheim. F. D. Mitchell, sec- 
retary-treasurer, Woolworth Building, New York-City. 


nessee 


Headquarters, 
John Donnan, secretary, Richmond, 
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Are YOU Collecting 
Luxury Taxes’? 


HE Court that originally laid down the prin- 
T ciple that “ignorance of the law can never 

constitute a legal excuse” placed the legal pro- 
fession for all time on a lucrative basis. To the 
mind of the average man the law will probably 
always seem like a tangled mass of red tape. It 
is complicated by all sorts of academic words and 
phrases which can only be explained by experts 
who have had the benefits of a long and liberal legal 
education. 

And yet, with a little common sense the luxury 
tax as it affects the hardware trade is not as com- 
plicated as many have led themselves to believe. 
The tax that most directly affects the hardware 
dealer is Section 905 of the Revenue Act of 1918. 
This section is the gist of the whole matter. It 
stipulates simply— 

“That on and after April 1, 1919, there shall 
be levied, assessed, collected and paid 
upon all articles commonly or commercially 
known as jewelry, whether real or imitation ; 
pearls; precious and semi-precious stones, and 
imitations thereof; articles made of, or orna- 
mented, mounted or fitted with, precious 
metals or imitations thereof, or ivory (not in- 
cluding surgical instruments) ; watches, clocks, 
opera glasses, lorgnettes, marine glasses, field 
glasses and binoculars, upon any of the above 
when sold by or for a dealer or his estate for 
consumption or use, a tax equivalent to 5 per 
centum of the price for which so sold.” 


This tax is measured by the price for which the 
article is sold. That is, it is on the actual sales 
price of the goods and not on the list price, where 
that differs from the sales price. The tax of 5 per 
cent must be collected on the sale by or for a dealer 
when any of the enumerated articles are sold for 
consumption or use. 

Is Silver-Plated Ware Taxable? 


HIS is the corner where some bird of misunder- 
standing has built a tangled and unhappy nest. 
As a hardware dealer you don’t have to worry 
about precious or semi-precious stones. But you 
do have to collect and pay a 5 per cent tax on all 
“articles made of, or ornamented, mounted or fitted 
with precious metals or imitations thereof, or ivory 
(not including surgical instruments), watches, 
clocks,” etc. 
In other words, you have to collect the luxury tax 


of 5 per cent on carving sets that have silver-plated 
handles, bands or bolsters, on safety razor outfits 
that have gold or silver-plated holders, and in 
short on any articles that are imitations of precious 
metals. 

For instance, take a Gillette safety razor that 
sells for $5. The only part of the Gillette outfit 
that is silver plated is the holder, which sells for 
$3.25, but that alone places the entire outfit under 
the provisions of Section 905, quoted above, and 
imposes a tax on the selling price of the complete 
article. That is the important point. In order to 
make doubly sure we addressed a specific question 
to the Commissioner of Internal Revenue regard- 
ing this particular point. 

In reply, the Collector of Internal Revenue for 
the Second District of New York stated in a letter 
to us under date of Dec. 15 that, “If any part of 
an article is silver or silver-plated a tax of 5 per 
cent attaches to the entire selling price of same.” 
And, further, “that articles only partly silver 
plated are taxable to the same extent as articles 
entirely made of gold, silver or platinum.” 

A few other points that seem to cause a good 
deal of bother and misunderstanding may as well 
be mentioned here. For example, watches and 
clocks are taxable regardless of the substance of 
which they are made. 

Opera glasses, marine and field glasses and 
binoculars that are portable instruments are sub- 
ject to a 5 per cent tax, unless by reason of their 
size or weight they are ordinarily mounted upon 


tripods or other bases. 


Articles made of imitation ivory, surgical in- 
struments and articles merely ornamented or over- 
laid with gold or silver leaf or paint, such as pic- 
ture frames, books and Christmas cards, are not 
taxable under Section 905, as quoted above. 


A Hatpin Before the Law 


OWEVER, articles which may not be taxable 
under this provision are taxable as jewelry 
if they are articles commonly or commercially 
known as jewelry, real or imitation. Jewelry, to 
define it broadly, is any article not strictly neces- 
sary for health or comfort, which is worn or car- 
ried principally for the purpose of personal adorn- 
ment. For instance, a hatpin with a head of imita- 
tion ivory is taxable as jewelry, because by the 
nature of its design it is held to be primarily for 
use as an article of personal adornment, and fur- 
thermore is so classified under the law. 
Glassware, china, pottery and like articles are 
only taxable if ornamented, mounted or fitted with 
precious metals or imitations thereof. They are 
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not taxable, however, when ornamented with gold 
or silver leaf or paint. 


Collections and Payments 


Now, the most important point about this whole 
matter is the collection and the payment of this 
tax to the Government. The law provides that 
every person selling any of the articles enumerated 
in Section 905 shall “make returns under oath in 
duplicate (monthly or quarterly, as the Commis- 
sioner, with the approval of the Secretary, may 
prescribe), and pay the taxes imposed in respect to 
such articles by this section to the collector for 
the district in which is located the principal place 
of business. Such returns shall contain such in- 
formation and be made at such times and in such 
manner as the Commissioner, with the approval of 
the Secretary, may by regulation prescribe. 

“The tax shall, without assessment by the Com- 
missioner or notice from the collector, be due and 
payable to the collector at the time so fixed for 
filing the return.” 

In other words, it is up to you to find out the 
regulations prescribed in your particular locality. 
As a general rule, however, this tax is payable 
monthly. In fact, a ruling has been made by the 
Internal Revenue Department which states: 


“Tn accordance with the section above set forth 
and Section 502, every person liable for the tax in 
respect to the sale of any of the articles enu- 
merated in Section 902 or Section 905, must make 
monthly returns under oath in duplicate (except 
that if the amount of tax covered thereby is not 
in excess of $10 such returns may be signed and 
acknowledged before two witnesses instead of un- 
der oath) and pay the taxes imposed on such ar- 
ticles to the collector of internal revenue for the 
district in which his principal place of business is 
located. If he has no place of business, returns 
shall be made to the collector for the district in 
which he resides.” 


Instructions for preparing the return will be 
found on the back of the requisite form—known 
as Form 728A, revised September, 1919 (United 
States Internal Revenue). These forms may be 
obtained, together with Regulations 48 relating to 
excise taxes on works of art and jewelry under 
Sections 902 and 905 of the Revenue Act of 1918. 
Returns are to be rendered and the tax paid on or 
before the last day of the preceding month. In 
other words, your return for December must be 
turned in not later than Jan. 31. It may also be 
well to note that the books of every person liable 
to the tax shall be open at all times for inspection 
by examining internal revenue officers. 
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In computing the tax a fractional part of a cent 
shall be disregarded unless it amounts to one-half 
cent or more, in which case it shall be increased to 
a full cent. 


How to Keep Your Wits and Records Straight 


T can easily be seen that record keeping in a 

matter of this kind is absolutely necessary. A 
very practical and simple method is to use the 
charge button of the cash register to indicate all 
collections of the war tax as they occur when a 
sale is made, and then to immediately file the ticket 
that the register throws out with the money in a 
separate container. Using this method, it is easy 
at the end of the month to summarize the tickets. 
The money collected should, of course, balance with 
the receipts. It is always possible to keep records 
accurate and up to date with this method by retain- 
ing the tickets as vouchers with the retained copy 
of the tax return. 

If a dealer finds it convenient to keep daily 
records it is a much simpler method to indicate the 
tax returns next to the amount to which it applies 
on the day book. Thus the amount of clerical work 
is minimized in making the monthly summary. For 
instance: 


Article. Price. Tax. 
ge! $7.50 238 


Penalties 


“HE final point of interest in connection with 
this luxury tax law is the penalties prescribed 
for failure or neglect to make proper monthly re- 
turns. The verbiage of the law on this point is 
somewhat involved and tedious. But briefly, the 
penalty ranges from 25 per cent being added on the 
amount due, by the Commissioner of Internal Rev- 
enue, up to one year’s imprisonment and $10,000 
fine. The punishment is fitted to the crime, so to 
speak. That is, a moderate penalty is imposed for 
minor faults on the part of the dealer, and a good 
stiff punishment is imposed for willful negligence 
or criminal intent to defraud the Government. 

The main thing to remember is that common 
sense applies just as much to this matter as it 
does to any other phase of your business. If you 
are not collecting the tax, when the Government 
officials come around you'll lose some of your profits 
asa penalty. From all we have been able to gather 
in the way of information regarding inspections by 
Government officials it would seem that they have 
a very disconcerting habit of calling when least 
expected, and almost invariably to the disadvantage 
of the dealer who has been careless about his obli- 
gations under the law. 








Unless you know ALL about the luxury tax and HOW 
to handle its collection, don’t miss this important editorial. 




















Congress Planning Return of Railroads 


Private Owners Probably Will Be Forced to Raise Freight Rates—Senate and 
House at Odds on Antistrike Situation—Three Billion Treasury Deficit 
in Sight—U. S. Housing Corporation Under Heavy Fire 


By W. L. 


WASHINGTON, Jan. 5, 1920. 


ONGRESS has spent a well-earned recess at home 
C trimming Christmas trees and mixing the seductive 

New Year’s eggnog, the makings of which were 
thriftily stored in many a Congressional cellar before the 
country went dry. Business was resumed on Capitol Hill to- 
day, and the Senate and House will settle down to a long 
grind that possibly may last until March 4, 1921. 

The last important happening before the adjournment for 
the holiday recess was the passage by the Senate of the 
Cummins bill providing for the return of the railroads to 
their private owners subject to a far greater measure of 
Governmental supervision than before they were taken over 
by Federal authority. The action of the Senate, however, 
does not settle the question, for the House has already 
passed the Esch bill, which proposes a method differing in 
important particulars from the Cummins plan. 


Early Railroad Legislation Hoped For 


ONGRESS having reassembled, the conference committee 

will take up the two bills and make a valiant effort 
to harmonize their diverse provisions. The railroad legis- 
lation as it finally goes to the statute books will there- 
fore be a compromise between the House and Senate meas- 
ures and, like many other compromises, will fail to entirely 
satisfy any important interest. 

30th House and Senate bills propose the private owner- 
ship and operation of the railroads under strict Govern- 
mental supervision. The Senate bill would transfer the 
roads back to their owners on the last day of _the month 
in which the legislation is enacted, while the House measure 
returns them similarly if the law is enacted before the 15th 
of the month; otherwise, the transfer will take place at 
the end of thirty days from the passage of the act. 

An important feature of the House bill authorizes the 
consolidation or merging by purchase, lease or stock control 
of two or more carriers or the pooling of their earnings and 
facilities to such an extent as the Interstate Commerce 


Commission shall determine shall be in the public interest. 
The Senate measure is more specific and provides that not 
less than twenty nor more than thirty-five competing sys- 
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tems shall be planned, such consolidation to be voluntary 
within seven years and compulsory thereafter. 


Government to Provide Big Revolving Funds 


HE Cummins bill provides $500,000,000 and the House 
bill $250,000,000 for a revolving fund from which the 
roads may obtain during the first two years after resuming 
private operation loans at 6 per cent interest, maturing in 
five years. The House bill also guarantees to all roads, in- 
cluding short lines and express companies, for six months 
after Federal control an operating income equal to the rent 
for that period paid during Government control. The Sen- 
ate guaranty is limited to five months. 

An important feature of this radical legislation found 
only in the Senate bill is the creation of a transportation 
board with powers far greater than those exercised by the 
Interstate Commerce Commission. One of the chief func- 
tions of this board will be to co-operate with the roads in 
securing for them sufficient income to pay reasonable returns 
on invested capital. Earnings-above 5% per cent on the 
aggregate property value are to be divided between the 
Government and the roads. 

The House bill greatly enlarges the authority of the 
Interstate Commerce Commission and does not make any 
provision for a transportation board. No statutory rule for 
rate making to guarantee fixed dividends is provided in the 
House measure. 


Labor Provisions Will Be Storm Centers 


HE fundamental difference between the Esch and Cum- 
mins bills is the handling of the labor interests. The 
House, which is always more subservient to organized labor 
influences than the Senate, has provided merely for a method 
of mediation in labor controversies, while the Senate has 
taken the bull by the horns and provided drastic penalties 
for lockouts or strikes of employees. 

The antistrike provision was reported by the Senate com- 
mittee by a vote of 14 to 1. It was violently assailed 
throughout the Senate debate by LaFollette and other rad- 
icals but it was finally adopted by a substantial majority. 

This feaure of the Senate bill will probably cause bitter 
controversy in the conference committee, and the conferees 
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on the part of the House have already given notice that they 
will not attempt discussion of this provision until they have 
obtained formal instructions from the House itself. 

Public sentiment would seem to be strongly behind the 
Senate in the enactment of legislation that will prevent a 
handful of labor leaders from tying up the transportation 
systems of the country at their own sweet will, but the 
bogey of the labor vote is constantly before the average 
member of the House, with the result that might be ex- 
pected. 

Rate Making an Important Feature 

O feature of the prospective railroad legislation is of 
N greater importance to the business community than 
the matter of rate making. Manufacturers and merchants 
have a greater stake than almost any other class because of 
their vital interest in freight rates. 

Everyone admits that the railroads should be allowed to 
earn a reasonable return on their investment, while the oper- 
ators of the country are almost unanimously opposed to any 
system that, by raising freight rates unduly, would give the 
roads an income in excess of reasonable dividend require- 
ments. 

With these considerations in view, thoughtful business 
men after carefully examining the Senate and House bills, 
are urging the adoption of that feature of the Cummins 
bill which provides a statutory rule for rate making. The 
Chamber of Commerce of the United States is taking a lead- 
ing part in this movement, and is basing its action upon the 
heavy vote in favor of a sound rate-making rule recorded in 
the Chamber’s referendum No. 28 concerning railroad legis- 
lation upon which all business organizations throughout the 
country affiliated with the Chamber cast their ballots last 
summer. 

Views of National Chamber 

OR the purpose of getting before Congress the opinions 
of business men concerning a proper rule for rate mak- 
ing the Chamber has just issued a bulletin to its constituent 
members, urging them to make known their views imme- 
diately to their Senators and Representatives, asking them 
to do all in their power to have this principle incorporated 
in the law as finally enacted. Some of the reasons for this 

legislation are set out by the Chamber as follows: 

It is generally recognized that when the railroads were 
taken over by the Government their revenues were not suf- 
ficient to enable them to supply the country with adequate 
transportation facilities and to furnish services needed by 
the public. During the period of Government operation the 
financial burden of maintaining transportation has been 
borne by the Government, which has drawn part of the funds 
necessary for maintaining the roads from the Treasury of 
the United States. 

The revenues received from the shippers have been less 
than the necessary expenditure of the Government. The 
railroads are soon to be returned to their owners, who must 
necessarliy incur large expenditures for postponed construc- 
tion and for deferred maintenance. 

It is clear that the revenues of the railroads in the future 
must be greater than in the past, both because extraordinary 
capital expenditures must be made and because current ex- 
penses, due to increased wages and higher costs of mate- 
rials and supplies, will be much larger than they have in the 
past. Unless the public in the regulation of railroads adopts 
a policy that will enable the private corporations to meet 
their expenses and to secure necessary capital, corporate 
)peration will fail and the Government will have to resume 
the aioe of operating and probably of owning the rail- 
roads. 

Three Courses Open 


A choice must be made of one of three courses of action: 
(1) the statutory power and responsibilities of the Inter- 
state Commerce Commission as regards the rates and reve- 
nues of the carriers may be left unchanged and reliance be 
placed upon the Commission to adopt and adhere to a policy 
of rate regulation that will cause the carriers to obtain the 
income needed to provide transportation facilities and ser- 
vices necessary for the public; (2) the Government may 
guarantee a definite minimum return upon capital now de- 
voted to railroad transportation or hereafter invested there. 
in; or (3) Congress may adopt a statutory rule to be ob- 
served by the Interstate Commerce Commission in regulat- 
ing, adjusting and prescribing rates and fares. 
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A little annual deficit of some- 

thing over three billion dollars 

greets Uncle Sam as he scans the 
new year. 











To adopt the first of these three policies and to enact no 
legislation to make railroads more definite and the credit 
of the railroads more stable would be to invite financial 
disaster on the part of a large share of the railroads and 
to make probable the failure of corporate ownership and 
operation. Public regulation would defeat its own object 
and would start the country upon the fatuous course of gov- 
ernment ownership and operation. 

The objections to a guaranty by the Government of a 
minimum return to each railroad company either upon its 
capitalization or upon the property devoted to the public ser- 
vice are definite and conclusive. As the Railroad Committee 
of the Chamber of Commerce of the United States stated in 
the report which accompanied Referendum No. 28, “A Gov- 
ernment guaranty would tend to lessen initiative and cause 
both the prosperous and the unprosperous roads to feel less 
responsibility for efficient management.” 

The reasons in favor of the adoption by Congress of a 
statutory rule of rate making are as convincing as are the 
arguments against either no action by Congress or the 
adoption of the policy of government guarantee of the re- 
turn upon the capital of the railroad companies. Such a 
rule would give the Interstate Commerce Commission defi- 
nite guidance. It would establish a form of rates and reve- 
nues which the Commission, the carriers, the shippers and 
the public could recognize as determining their obligations 
and rights. It would not be a government guarantee be- 
cause the Government would assume no financial responsi- 
bility. It would not lessen initiative on the part of the 
carriers because it would not take away from them the 
incentives to improvements in economy and efficiency of 
service. 

If you have any views on this subject which you desire to 
express you should lose no time in forwarding them to your 
Congressmen or Senators. They will be promptly referred 
to the conference committee, which desires to report an 
agreement early in January. 

Colossal Deficit in Sight 
RECENTLY had occasion to make a few remarks on the 
subject of governmental extravagance. Every day serves 
to increase the acuteness of the finanical situation to which 
I have referred and to make it more and more necessary that 
Senators and Representatives shquld receive from the people 
a stentorian demand for retrenchment and reform. 

Representative Mondell, the Republican floor leader of the 
House, has prepared a statement of national liabilities of 
staggering proportions, as follows: Estimated deficit in the 
general fund at the close of the current year, ending June 
30, 1920, $3,155,888,543; estimates for support of the Gov- 
ernment for the fiscal year beginning July 1 next, already 
transmitted to Congress by the Secretary of the Treasury, 
$4,865,410,031; supplemental estimates, $384,060,000; esti- 
mated expenditures under Civil War and Spanish War pen- 
sion bills now reported, $68,000,000; estimated expenditures 
on account of governmental operation of railroads, $615,- 
000,000; grand total of liabilities, $9,086,358,574. 

Estimated receipts of the Government are given as fol- 
lows: customs, $325,000,000; income and excess profits taxes, 
$3,000,000,000; miscellaneous internal revenue, $1,190,000,- 
000; public land sales, $1,000,000; miscellaneous sources, 
$896,000,000; Panama Canal tolls, ete., $8,000,000; war sav- 
ings certificates, $175,000,000; deposits to retire federal re- 
serve and national bank notes, $25,000,000; postal savings 
bonds, $350,000; postal revenues, $415,500,000; grand total 
of receipts, $6,035,850,000. 


Ruthless Pruning Needed Here 


CCORDING to these figures, the estimated expenditures 
of the Government exceed the estimated revenues for 
the fiscal year beginning July 1. next by $3,050,508,574. 
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But this is not the whole story, for the statement does not 
include a penny for the proposed increased pay or allow- 
ances for officers and men of the Army and Navy; nothing 
is embraced for the proposed substantial increase in pay 
for officers, clerks and other employees of the civil estab- 
lishment; nor is anything included for loans, bonuses or 
development projects for the benefit of former service men 
now under consideration in the Congressional committees. 

Mr. Mondell’s only proposition is to wield the pruning 
knife on the regular annual appropriation bills so as to 
whittle them down by a round billion dollars. This will 
help some, but obviously it will leave a deficit of more than 
two billion dollars on June 30, 1921, nearly three years 
after the end of the war. 


How Money Has Been Squandered 


Some salient illustrations of the manner in which Govern- 
ment funds have been wasted in some of the big auxiliary 
war projects have just been presented to Congress by the 
Senate Committee on Public Buildings and Grounds, which 
has completed an investigation of the United States Housing 
Corporation. 

I recently told you of the thousands of war workers, 
chiefly young women, who are being retained on the rolls 
of the various departments notwithstanding the fact that 
the emergency which made their employment necessary 
ended many months ago. The Senate Committee throws 
some additional light on this subject and indicates how the 
taxpayers have been mulcted to provide luxurious quarters 
for these employees at far less than it has cost the Govern- 
ment to maintain them. 

With second-rate boarding houses and restaurants in 
Washington charging $35 to $40 per month for two meals a 
day without lodging, dear old Uncle Sam has been taking 
care of several thousand of these young women in specially 
constructed “hotels” on the beautiful Capitol Plaza, furnish- 
ing each war worker with a spacious, handsomely furnished 
room and two meals per day, consisting of the best food the 
splendid Washigton markets afford, for the sum of $45 
per month. The salaries of these young ladies range from 
$1,200 to $2,000 per annum—in most cases nearly twice 


what they earned in private employment. 

A SIGNIFICANT fact is pointed out by the committee 
that the utilization of these hotels does not constitute 

a war emergency in any sense, as they were not completed 

until several months after the armistice was signed. As to 

what easy-going Uncle Sam includes in the way of service, 

the Committee in its report says: 

“These 1818 young women, the maximum capacity under 
present conditions, receive a complete hotel service. Each 
has a single room, well furnished, with specially made furni- 
ture, including a clothes chest or dress box and ample chest 
space. Each room has convenient access to shower baths 
and toilet. 

“Maid service is furnished for cleaning the rooms, and 
all linen such as sheets, pillowcases and towels is supplied. 
Laundry work may be done by the young women for them- 
selves in specially constructed tubs in the basement, and 
electric current is supplied for electric ironing and also for 
certain light cooking utensils. The occupants may also 
have laundry work done in the hotel laundry at rates less 
than prices current with private companies. 


“Hotels” Completed After Signing of Armistice 


This Is Some “Service” 


“In addition, there is practically unlimited access to free 
telephones and messages are received and delivered and 
keys cared for. Infirmary service is given without extra 
charge in complaints where the patient is not too seriously 
ill. Reception halls are provided for the receiving of guests, 
and dancing may be enjoyed in the recreation halls, and the 
meals, as far as the committee can ascertain, are nourishing 
and cleanly cooked and well served.” 

After making some close calculations, the committee fig- 
ures that the Government is losing heavily on the actual 
maintenance of these “hotels,” and has recommended an 
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increased charge of $5.50 per month. Of course, this leaves 
the taxpayers of the country, who are footing the bill, in a 
pretty deep hole. 

But do you think that Congress will vote for the increased 
rental? Not on your life! 


Getting in Their Work on Congress 


LREADY the young women have stormed their Sen- 
ators and Representatives and have turned loose upon 
them a flood of “letters from home,” many of which make 
it clear that public sentiment is being systematically worked 
up against the Senate Committee report by the obviously 
fabricated falsehood that “Congress is planning to turn the 
patriotic war workers into the street.” 

It may interest hardworking business men to know that 
these little Plaza “hotels” are “managed” by a woman who 
draws $6,000 per annum in pay and allowances, while the 
“matron” or “chaperon” who is assigned to each little 
building receives a salary of $100 per month in addition to 
a comfortable room and board. 

The average American pays his income tax as cheerfully 
as the citizen of any country on earth, but it will not add 
to the philosophy with which he walks up to the captain’s 
office to read the report of the Senate Committee on the 
operations of the United States Housing Corporation. 


This Looks Like a Good Job 


i is refreshing to find that one Government agency has 

done a good job in handling a big financial transaction. 
The special commission, composed of experienced business 
men, sent abroad a year ago to sell American war material 
in England, France, Belgium, Italy and Germany, has just 
returned after cleaning up the tidy sum of $700,000,000. 

It took Edwin B. Parker and his colleagues just ten 
months to dispose of all this country’s war stocks abroad, 
although up to the present time none of the other allied 
countries has been able to make so much as an inventory. 
The speed with which the American commission did its work 
was not allowed to detract from its quality either, and the 
officials of the War Department are greatly elated over the 
result. 

France paid $400,000,000 for the American war material 
left in that country, the amount being considerably in ex- 
cess of 50 per cent of the first cost. A German syndicate 
bought the trucks used by the American Army in Germany 
for $15,000,000; while a British corporation paid $1,000,000 
for the passenger automobiles used by the American Army 
in England. 

The remarkable character of the work done by the com- 
mission is emphasized by the fact that much of the material 
was little better than junk, all of it was sold for more than 
it would have brought in the United States, and there were 
no ships available to bring it home. 


Penny Postage for Drop Letters 


HERE is a big drive on to secure the passage of a 

penny drop-letter postage bill at the present session. 

Senator Dial of South Carolina has introduced such a meas- 
ure and is urging early consideration. 

The Senate Post Office Committee is being importuned to 
report favorably at an early date, but has decided to wait 
until the annual post office appropriation bill has been com- 
pleted. The committee is alive to the fact that you cannot 
spend the same dollar twice, and apparently is decidedly 
skeptical as to the substantial character of Mr. Burleson’s 
latest “surplus.” 

Speaking of surpluses reminds me that Mr. Hines, our 
accomplished Director General of Railroads, has just pricked 
another bubble. In an official statement he admits that the 
two-million-dollar railroad surplus for October was not 4 
surplus at all, but really a deficit. 

The slight mistake occurred through comparing the earn- 
ings for the month with one-twelfth of the annual Govern- 
ment guaranty. The statistician overlooked the fact that 
during the fall months all the railroads must earn a great 
deal more than during the winter and spring in order to 
break even. 

Thus another happy dream is shattered. 
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Office of HARDWARE AGE, 
NEw YorkK, January 5, 1920. 


HE new year dawns with great promise, though its com- 

ing is perhaps beclouded somewhat by the industrial 
fogs and anxieties left by the departed year. As was re- 
cently expressed: “The year just past, to which so many of 
us looked forward as the portal of enduring peace, and of 
a prosperity more deeply grounded on righteousness, has 
seemed a devil’s garden.” It would, of course, be the height 
of folly for us to minimize any of the perils that surround 
us. Nineteen hundred and nineteen was loaded heavily with 
emergencies and crises, and it has gone leaving many an 
open wound. 

Four or five problems developed during the past year 
that affected business so profoundly and so vitally that many 
of the most experienced observers differ about the true 
nature of these complex problems, and feel a hesitancy bor- 
dering on doubt as to whether these problems are to be con- 
sidered, in the light of abnormal times, as assets or as 
liabilities. 

The military requirements of the war absorbed practi- 
cally all of the surplus stock that had existed in the hard- 
ware market prior to the outbreak of hostilities in Europe. 
What small surplus may have been created by the armistice 
was quickly disposed of through the channels created by 
the enormous foreign demands that developed almost as 
soon as hostilities ended. The first part of last year was 
marked by the most excessive export demands that any 
single year probably ever witnessed. Some idea may be 
gathered about the volume of export business transacted 
during 1919 from the figures given out by the Department 
of Commerce. American foreign commerce during the year 
amounted to more than $4,000,000,000. The bulk of this 
amount is of course revresented by foodstuffs and clothing. 
oa however, would undoubtedly lead the rest. of 

e field. 

Export demands have not in any perceptible way lessened, 
but the more imperative requirements of the domestic mar- 
ket have to a large extent superseded any preference that 
may at one time have been shown to foreign buyers. The 
demands of the home market are in every way unprece- 
dented. The war put a stop to a great multitude of activi- 
ties and curtailed many more so that the essential materials 
could be devoted exclusively to war purposes. The end of 
the war and the return of nearly 4,000,000 men to civilian 
life added a fresh stimulus to business activity of all kinds. 
New building was required, a great amount of steel was 
needed, more tools became necessary and, in fact, literally 
every known item of hardware stock became a thing of 
orga interest and necessity than ever before at any one 
ime. 

This enormous buying activity rapidly produced a scarcity 
that grew into ominous proportions. And at this most 
critical juncture came the most serious danger that has 
probably ever threatened the industrial life of America. It 
started in the form of general industrial unrest which gen- 
erated a vicious radicalism that fomented an incredible 
number of strikes, two of which maliciously attempted to 
paralyze the great basic industries of the country. 

The multitude of strikes during 1919 produced such a 
Scarcity in hardware stock that many reliable observers 
entertain the belief that it will be fully two years before 
manufacturers will be able to catch up. The scarcity and 
the higher wages demanded by labor have both contributed 
heavily to the cause of higher prices: 

In the nature of things it does not seem possible that 
there can be any material reduction of prices as long as 
demands are so unprecedented as they are to-day. The 
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reduction of prices hinges largely on the amount of pro- 
duction that is crowded into this year. Just as soon as 
demands are reasonably satisfied so that there is a partial 
abatement of their present excessiveness, so that some sort 
of a surplus can be created, prices will be lowered. As long 
as there is a scarcity there will be exceptional demands. 
When the scarcity has been supplied demands will become 
more natural and prices will inevitably do the same. 

Of course there has been a great deal of unwarranted 
profiteering in many lines, but it is doubtful if any sort of 
legislative remedy can be satisfactorily applied. A cam- 
paign for better goods and sounder values is under way 
which must eventually lower prices and, perhaps, broaden 
the market. Abuses will in time correct themselves “for, 
by excess of evil, evil dies.” 

That, of course, is the great undertone. The surface facts 
are also necessary to arrive at an accurate estimate of 
present conditions and indications. Though the retail trade 
shows great activity, and wholesalers and manufacturers 
are unable to supply the demand, the great growth of busi- 
ness has been in terms of dollars and not in units of pro- 
duction. The greatest problem for 1920 is to increase pro- 
duction. 

Secretary Alexander of the Department of Commerce 
sums up the situation pretty clearly in his report for 1919. 
He says in part: “It is too much to expect that normal con- 
ditions, for which we are all impatient, should come within 
the fourteen months since the armistice. The wonder is that 
the situation is not more unsettled. Existing conditions are 
not unlike those following other wars, only the problems 
are of greater proportions and more complex. Our domes- 
tic situation is not free from difficulty. Let us hope that in 
the year 1920 there will be less social unrest, that produc- 
tion will increase and living costs be gradually reduced and 
that by intelligent co-operation and unselfish regard for the 
public welfare our national prosperity may continue.” 

The most important price changes that occurred in the 
New York hardware market during the past week were as 
follows: 

Garden barrows advanced 12! per cent. 

Maydole hammers, No. 78 to 70, are now quoted by local 
jobbers at 25 and 12'4 per cent; No. 0 to 3 list, plus 12% 
per cent; No. 10 to 13, list plus 124% per cent. 

Level brick trowels are now quoted list plus 20 per cent. 
Level plastering trowels are now quoted list plus 5 per cent. 

An advance of approximately $1.50 occurred on black and 
also on polished steel hollow back shovels. 

Crystal coffee mills now sell locally for $15 and wooded 
coffee mills for $10 per doz. from jobbers’ stocks. 

Post hole diggers are now quoted at $21 per doz. 

Lawn mowers are now quoted list plus 10 per cent. 

Taintor saw sets are being quoted at $13.16 per doz. 

Calipers are now one-third and five off. 

Wing dividers are quoted list as net. 

Battery zines are now sold by local jobbers at 5':c. each. 

Iron spring hinges are quoted at $1.40 per doz. pairs. 


Brass plated curtain rod: '4 in., 6c. per ft.; % in., Te. 
per ft. 

Tie-out chains are now being quoted at 10 per cent off by 
local jobbers. 

Many small discount changes on small and sundry articles 
became effective Jan. 1, nearly ali bein. slight <nd minor 
advances. 
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Office of HARDWARE AGE, 
CuHIcAGo, January 3, 1920. 
OBBERS are just beginning to feel the annual holiday 
lull in business, which is nearly two weeks late this sea- 
son. The traveling salesmen are in off the road and most 
wholesalers are busy with their inventories. In retail circles 
trade continues heavy, although the volume of sales is natu- 
rally lighter than during the week preceding Christmas. 
When the traveling salesmen again start out it is expected 
that the buying will exceed all former records. 

Retailers, for the most part, are beginning to realize that 
there is almost no possibility of lower prices, particularly 
on the merchandise required for the spring and summer 
trade, and will buy accordingly. They are also aware of 
the many shortages to be encountered, and will probably 
place their orders early in order to protect their stocks. In 
fact, local jobbers are now carrying a large volume of future 
business on their books. 

During the past week very few price changes have ap- 
peared, but there are many rumors of advances to appear 
during the coming week. 

Prices on Remington firearms have gone up 10 per cent, 
effective Jan. 1, on all models. These goods will continue 
to be marketed through the regular jobbing channels. Other 
advances in firearms are expected, but no changes in ammu- 
nition prices are looked for at this time. 

There has been an advance of 10 per cent on several makes 
of refrigerators, and the jobbers declare that a shortage in 
this line already exists. 

The demand for steel sheets continues very heavy, with 
most of the mills sold so far ahead that they are unwilling 
to put more orders on their books. The makers of automo- 
biles are unable to get enough material for their needs and 
have been forced to cut down their output. This condition 
will naturally have a bearing on supplies of galvanized ware 
and many other products sold over the hardware counter. 

The demand for nuts and bolts is much greater than the 
available supply and there is no prospect of any imme- 
diate betterment in the situation. It would not be surpris- 
ing to see nut and bolt prices advance in the near future. 

While the nail situation is as acute as ever, local jobbers 
express the belief that a slight betterment is to be expected 
within the next five or six weeks. Just now the greatest 
difficulty experienced by jobbers is the getting of supplies 
of No. 10 and No. 12 wire. These are the sizes extensively 
used in the manufacture of woven wire fencing and barb 
wire, and shortages in these lines are almost sure next 
spring. Jobbers have fair stocks of barb wire and fencing 
at this time, but are not receiving any shipments from the 
makers. When the demand starts jobbing stocks will soon 
be depleted. 

With every evidence of a record-breaking building season 
next summer, dealers and jobbers are facing extreme short- 
ages of practically all lines of builders’ hardware. New 
business is exceeding production by fully 50 per cent at 
this time. 

Axes.—The axe market is very active the demand being 
exceptionally good in the timbered sections of the country. 
Production is below normal and prices are very firm as 


quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: First quality 
single bitted axes, 3 lb. to 4 Ib., $15.50 per doz. base; double 
bitted, $20.50 per doz. base. 


Alarm Clocks.—While sales of alarm clocks have dropped 
somewhat during the past two weeks, the demand is still 
above normal for this season of the year. The manu- 
facturers are still far behind with their orders, and are 
facing shortages of material and skilled labor. Under exist- 
ing conditions, no lower prices are to be expected, and job- 
bers are advising dealers to place their orders for spring 
requirements at once. , 

We quote from jobbers’ stocks, f.o.b. Chicago: The American 
alarm clock in less than dozen lots, $12 per doz.; in dozen lots, 
$11.55 per doz.: in case lots of 4 dozen, $11.40 per doz.: Lookout 
alarm clocks, in less than dozen lots, $15 per doz.; in dozen lots, 
$14.40 per doz.: in case lots of 2 dozen, $14.20 per doz.; Tattoo 


alarm clocks, in dozen lots, $29.70 per doz.; in case lots of 50 
clocks, $29.10 per doz.: Slumber Stopper alarm clocks, in dozen 
lots. $33.34 per doz.; Big Ben and Baby Ben alarm clocks, $2.20 
each. 


Babbitt Metal.—There is a fair demand for babbitt metal, 
coming mainly from the manufacturing centers. The market 
is fairly firm. No immediate price changes are expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard bab- 


bitt metal, full boxes, 9c. per lb.; Revenoc brand, full boxes, 18c. 
per lb. 
Coil Chain.—There is a very heavy demand for coi] chain, 


coming mainly from the lumbering districts. There is no 
change in the local price situation, although jobbers look 
for advances. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
fire-welded coil chain, % in., 9c. per Ib 

Weed Chains.—The demand for weed chains is particu- 
larly heavy this season, due to the slippery condition of the 
roads and streets. There are no surplus stocks in this 
territory and, in some cases, shortages prevail. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rid-O-Skid 
chains, 30 x 3%, in lots of dozen pairs, $2.53 per pair. 

Eaves Trough and Conductor Pipe.—The market on eaves 
trough and conductor pipe has shown no changes during the 
past week. Sales are better than normal and the supply is 
rather limited. Under present conditions with regard to 
galvanized sheets, prices will continue at high levels and 
may go higher. 

We quote from jobbers’ stocks, f.0.b. Chicago: 29-gage, lap 
joint eaves trough, 5-in., $5.55 per 100 ft.; 29-gage conductor pipe, 
3-in., $6 per 100 ft. Above prices are for full crate lots. 

Files.—File sales are very satisfactory, with the market 
exceedingly firm. Lower prices are not to be expected under 
present conditions in the raw material and labor fields. 

We quote from jobbers’ stock, f.o.b. Chicago: Nicholson files, 
50-7144 per cent discount; New American, 60 per cent discount; 
Disston, 50-10 per cent discount; Black Diamond, 50-5 per cent 
discount. 

Grease Guns.—Practically every item in the auto acces- 
sory line is selling freely this season, and grease guns are no 
exception to the rule. No price changes are reported, but 
jobbers say that present quotations are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rose 
guns, $1.05 each. 

Glass.—With every indication of a heavy building season 
this year, the window glass situation is giving dealers and 
jobbers some concern. The manufacturers are sold up for 
some time to come, and stocks in all parts of the country 
are light. There is hardly a local distributer who has any- 
thing approximating a stock of window glass, and the short- 
age is very marked on the more common sizes. While no 
changes have as yet appeared on the local market, it is not 
unlikely that advances will appear in the near future. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single strength 
A, all sizes, 77 per cent off; single strength BL, first three brack- 
ets, 77 per cent off; all sizes, double strength A, 79 per cent 
off ; putty in 100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to a package, 65c. per package. 

Wood Handles.—There is a very decided scarcity of hick- 
ory handles, due to the fact that there is very little hickory 
timber left, and other industries are competing for the 
supply. Prices recently advanced and will probably go 
higher a little later in the year. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hickory 
axe handles, $4 per doz.; No. 2, $3 per doz.; second growth hick- 
ory axe handles, $6.30 per doz.; extra quality hickory axe han- 
dies, $5 per doz.; No. 1 hatchet and hammer handles. 90c. per 
doz.; second growth hickory hatchet and hammer handles, $1.60 
per doz. 

Garden Hose.—Jobbers report a very good volume of 
garden hose business for spring delivery at prices approxi- 
mately the same as those which now prevail. There is almost 
no possibility of lower prices, and in view of existing ship- 
ping conditions jobbers are advising their customers to get 
their hose orders in early. 


Standard proof, 


grease 





We quote from jobbers’ stocks. f.0.b. Chicago: 3-ply, ™%4-in., 
guaranteed hose, 10c. per ft.: 3-ply, %-in., guaranteed hose, 
extra good quality, 16c. per ft.; 4-ply, %-in., guaranteed hose, 


14%c. per ft.; 4-ply, %-in., guaranteed hose, 18%4c. per ft.; 5-ply, 
%-in., guaranteed hose, 131oc. per ft.; 6-ply, %-in., guaranteed 
hose, 15c. per ft.; moulded hose. good grade, %-in., 14%c. pe! 
ft.; moulded hose, best grade, 181%4c. per ft. 

Jack Screws.—Owing to the open weather prevailing in 
this district, there is still considerable construction and re- 
pair work in progress, and this is causing a fairly steady 
demand for jack screws. There is no shortage apparent, but 
present prices are firm. 

We quote from jobbers’ 
standard makes, 3314 per 

Lanterns.—There is somewhat of a local shortage of lan- 
terns, due to the heavy demand during the coal strike, when 
light restrictions were in force. The market is said to be 
exceptionally strong and higher prices are more to be ex- 
pected than declines. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6.50 per doz.; No. 2 tubular cold blast, 
$9.35 per doz. 

Lace Leather.—Lace leather sales are about normal and 
there is nothing to indicate any recession from the present 
high price levels. 
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e quote from jobbers’ stocks, f.o.b. Chicago: Rawhide lace 
lether, 3-in., $3 per 100 ft.; %-in., $4.40 per 100 ft. ; chrome lace 
lenther, %-in., $1.65 per 100 ft.; %4-in., $2.05 per 100 ft. 

Nuts and Bolts.—The demand for nuts and bolts is still 
greatly in excess of the supply, and there is no prospect of 
any immediate improvement in the situation. There is every 
possibility that steel and iron prices will be higher and nuts 
and bolts may follow suit. At any rate, lower prices are out 
of the question for some time to come. 

We quote from jobbers’ stocks, f.o.b. Chie 
up to % x 4 in., 35-5 off; larger sizes, 25-5 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 off; coach or lag screws, 
gimlet points, square heads, 45-5 off; hot pressed nuts, square or 
hexagon cap, $1.45 off per 100 lb.; stove bolts, 70 off. 

Wire Nails.—The wire nail shortage is as acute as ever 
in this district, but local jobbers express the opinion that 
some improvement is to be expected within the next two 
months. Shipments to retailers are restricted to one keg 
of a size per order by jobbers here. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common wire 
nails, from $3.90 to $4.15 per keg base; cement coated nails, from 
3.50 to $3.75 per keg base. 

Rope.—The rope market is rather quiet at this time, but 
the undertone is apparently firm. The export demand is 
said to be very fair, although lighter than it was a few 
weeks ago. 

We quote from jobbers’ stocks, f.o.b. Chicago: In full coils, 
manila rope, standard brands, No. 1, 25%c. per lb. base; No. 2, 
2414c. per Ib. base; No. 3, 22%4c. per lb. base; Sisal rope, full 
coils, standard brands, No. 1, 19%c. per lb.; No. 2, 17%c. per Ib. 

Roofing and Building Paper.—The open weather is re- 
sponsible for a continued local demand for roofing and 
building paper, with the result that stocks are more or 
less broken. There is a decided shortage of the rags used 
in making felt for roofing and this is adding to the cost 
of manufacture. Prices recently advanced, and there is 
still a very firm undertone to the market. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed roof- 
ing, 1-ply, $1.93 per sq.; 2-ply, $2.44 per sq.; 3-ply, $2.95 per sq. ; 
Major roofing, 1-ply, $1.53 per sq.; 2-ply, $1.94 per sq.; 3-ply, 
$2.35 per sq.; Guard roofing, 1-ply, $1.13 per sq.; 2-ply, $1.49 per 
sq.; 3-ply, $1.85 per sq.; tarred felt, $3.75 per 100 lb.; red and 
gray rosin paper, $75 per ton. 

Ice Skates.—There is a heavy demand for ice skates, 
although the call locally is strongly for the tubular type. 
The weather is ideal for skating out of doors, and the 
sales in the country districts are heavier than those of last 
year. Local jobbing stocks are badly broken. Skate prices 
are firm with an upward tendency. 

We quote from jobbers’ stocks, f.o.b. Chicago: Men's polished 
all-clamp rocker skates, No. 1624, 85c. per pair. 

Spark Plugs.—The demand for spark plugs is keeping up, 
the sales being larger in volume than those of a similar 
period last year. There is no particular shortage apparent 
but prices are firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules Giant 
lots of 1 to 50, 65¢e. each; lots of 50 to 100, 62%c. each; lots of 
100 and upward, 60c. each; Hercules Junior, lots of 1 to 100, 40¢ 
each; lots of 100 to 150, 3714c. each; lots of 150 and upward, 35c. 
each; Hel-Fi standard plugs, lots of 50 to 100, 42%4c. each; lots 
of 100 and up, 40c. each; Hel-Fi superspark plugs, lots of 50 to 
100, 62144c. each; lots of 100 and up, 60c. each; A. C. Titan plugs, 
63c. each; A. C. Cico plugs, 48c,. each; Champion X, 59c. each; 
Champion O, 62c,. each; Champion Heavy-Duty, 73c. each; Split- 
dorf plugs, 6214c. each; United plugs, Junior, small lots, 40c. 
each; lots of 100 or over, 371%4c. each; United, Giant Heavy Duty, 
small lots, 60c. each; lots of 100 or over, 57%4e. each. 

Pliers~—The plier situation is practically the same as for 
some time past. There is a genuine shortage of high class 
pliers, with some of the manufacturers practically out of 
the market. Prices are very firm. 

Kraeuter Goods: Combination pliers, 5%4-in., $10.60 per doz. ; 
6-in., $12.55; 8-in.. $15.20; 10-in., $18.50. Side cutting pliers, 
4-in., $15.20 per doz.; 5-in., $16.10: 6-in., $17.50; 6%-in., $20.70; 
7-in., $20.70; 8-in., $23: 8Y%-in., $31.75. Buttons’ pliers, 6%-in., 
$10.35 per doz.: 8-in., $13.10; 10-in., $15.85. Common flat nose 
pliers, 4-in., $9.65 per doz.; 4%4-in., $10.10; 5-in., $10.60: 5%4-in., 
$11.15; 6-in., $12.20. Common, round nose pliers, 4-in., $9.65 per 
doz. ; 4%4-in., $10.10; 5-in., $10.60; 5%-in., $11.15; 6-in., $12.20. 
Milliners’ pliers, 414-in., $14.95 per doz. Electricians’ pliers, 6-in., 
$22.20 per doz. Diagonal pliers, 5-in., $19.65 per doz.; 5%%-in., 
$21.15; 6-in., $23.10. 

Sand Paper.—The general demand for sand paper is 
very good, although local retail sales are naturally light 
at this time. Producing costs are very high and there seems 
little possibility of any declines. 

We quote from jobbers’ stocks, f.0.b. Chicago: No. 1 sand paper, 
best grade, $5.40 per ream; cheaper grade, $4.85 per ream. 

Sash Weights.—It is practically impossible to obtain 
sash weights in quantity. Prices quoted to local jobbers 
recently are higher than those generally prevailing in retail 
stores. No immediate improvement is expected. 

We quote from jobbers’ stocks, f.0.b. Chicago: Sash weights. in 
less than ton lots, $63 per ton; ton lots, shipment direct from the 
foundry, subject to delay, $60 per ton. 

Automobile Pumps.—Automobile pumps are selling in good 
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volume, as the open weather is permitting the use of 
many cars that are usually put in storage for the winter. 
Pumps advanced recently and present quotations are firmly 
held. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
in., $1.85 each; 1%-in., $2.15 each. 

Non-Freezing Solutions.—There is a « ntinued good de- 
mand for anti-freezing solutions for use in automobile 
radiators. Advances in the price of alcohol have not as 
yet affected prices of these solutions, but may do so later. 

We quote from jobbers’ stocks, f.o.b. Chicago: Non-freezing 
solution, glycerine and alcohol combination, $1.15 per gal. 

Tacks.—While retail sales of tacks are comparatively 
light at this time the general volume of tack business is 
said to be heavy. Production is below normal and there is 
no possibility of any lower prices for some time. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholsterers’ 
tacks, 6-0z., 25-lb. boxes, 1514c. per Ib.; bill posters’ tacks, 6-0z., 
Lic. per Ib. 

Seine Twine.—Prices on seine twine are the highest in 
years, with no prospect of any declines. Local jobbers are 
now booking orders for spring delivery at prices now ruling. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
standard quality, 75c. per lb. 

Wheelbarrows.—Wheelbarrows are none too plentiful on 
the market, while the demand is much heavier than usual 
for this season. Prices recently advanced and the market 
is firm, 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 4 tubular 
barrows, all steel, $7.25 each; common tray or stave barrows, 
$2.75 each; angle leg garden barrows, $4.75 each. 

Wagon Singletrees and Eveners.—All hickory products 
are high in price and rather scarce. There have been recent 
price advances in wood eveners and singletrees, and the 
market is very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
hickory, plain varnished, 48-in., $17 per doz. ; 
varnished, strap end, 34-in., $11.50 per doz 

Wire Cloth and Poultry Netting.—Jobbers report a ood 
volume of orders for wire cloth, the dealers evidently realiz- 
ing the probability of a serious shortage in the spring. The 
makers are sold up as far ahead as they can re: sonably 
hope to fill orders and are -10t looking for new business. 
Jobbers have fair stocks but are receiving no shipments 
from the mills. Much the same situation prevails with re- 
gard to poultry netting. 

We quote from jobbers’ stocks, f.o.b. Chicago: Black painted 
wire cloth, 12-mesh, $2.15 per 100 sq. ft.; poultry netting, galvan 
ized before weaving, 50 per cent discount; galvanized after weavy 
ing, 45 per cent discount 

Game Traps.—There never was a better demand for 
game traps than at the present time. The high prices paid 
for furs, and their popularity, has induced many to enter the 
trapping industry this winter. There are some trap short- 
ages noticeable and the market is said to be very firm. 
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We quote to retailers, f.o.b. Chicago, game traps as follows: 
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Hardware Age 


BOSTON . 


Office of HarDWARE AGE, 

BosTON, Jan. 3, 1920. 
HE past week has been a “between hay and grass sea- 
son’’ in the local shelf and heavy hardware trade. No 
attempt has been made by a majority of the jobbing houses 
to sell goods. Instead, efforts have been directed toward 
stock-taking, readjustments of office forces, annual get- 
togethers, etc. Salesmen have received more instructions 
than they possibly can remember, and some of them have 
been glad to escape to road work in Maine and other more 
distant points. It is a little early to size up the business 
outlook based on sales, therefore. Many retail houses have 
not recovered from the Christmas rush and have not deter- 

mined what they need and how much they want. 

There are, however, fundamental facts on which the out- 
look can be forecasted. Retail and jobbing stocks to-day 
are much smaller throughout New England than they have 
been before at this season within the memory of many of 
the trade. It is also true that jobbers have on their books an 
exceptional number of orders for spring goods for retailers. 
But the.latter have not begun to cover their requiréments and 
there is every indication that spring business will be of rec- 
ord-breaking proportions. Labor and raw materials are 
scarce and the manufacturers all feel they will be unable to 
supply all demands for spring goods made on them. Granting 
their belief is true, the retail and jobbing trade will come up 
to the summer season still short of merchandise. They can 
make up their minds, therefore, that during the next six 
months, at least, there will be a continual scratch for goods 
to sell. Usually when goods are scarce and everybody wants 
them, prices have an upward tendency. 

Some retail dealers have been inclined to hold back on pur- 
chases because of the talk of “hard times” that has found 
its way into public print of late. Most of this talk has 
originated from the leading financial districts, where the wish 
is father to the thought because of political reasons. The 
retail dealer should remember that the whole world is short 
of goods and that until production catches up with demand 
it is hardly reasonable to expect “hard times.” President 
Gary of the Steel Corporation and Charles Schwab of 
the Bethlehem Corporation are the rankest kind of optimists 
and no two gentlemen in the country have a better insight 
into the future. Labor is working fewer hours than was 
the case before the war and producing a great deal less. 
The steel, cotton, woolen and all other mills are so far be- 
hind on production they possibly cannot catch up on de- 
mands for a year, at least. It is no time for the New Eng- 
land retail dealer or jobber to sit down and wait for “hard 
times.” A great deal of money can be made in the mean- 
time. Around every. New England corner there is a fellow 
with a dollar in his pocket he is itching to spend, and there 
is something wrong with the chap to whom a hardware 
store does not appeal. 

Bolts and Nuts.—The market is quiet, buyers evidently, 
being engrossed in stock-taking, ete. Jobbers are confident, 
however, that a big consumptive demand will develop before 
Feb. 1. Supplies are coming forward slowly but some of 
the jobbing houses here are fairly well stocked. 

We quote from Jobbers’ stocks: Machine bolts, C. T. D. nuts, 
4 x % and smaller, 20 per cent discount; 44% x *% and larger, 
10 per cent discount, with H. P. nuts, 4 x % and smaller, 25 per 
cent discount; 44, x % and larger, 15 per cent discount; common 
carriage bolts, 6 x % and smaller, 15 and 5 per cent discount; 
6% x % and larger, 10 per cent discount; tap bolts, list plus 15 
per cent; Eagle carriage bolts, net prices; stove bolts. large 
quantities, 65 per cent discount: in smaller quantities, 50 to 60 
per cent discount; bolt ends, 15 per cent discount; tire bolts, 
45 per cent discount: semi-finished nuts. 9/16 and smaller, 65 
per cent discount; % and larger, 50 and 10 per cent discount; 
finished case hardened nuts, 50 and 10 per cent discount: H. P. 
square blank in full keg, tapped; hexagon, blank, tapped; C. P. C. 
& T. square blank, tapped; hexagon blank, and tapped, list plus le. 

Clocks.—The New Haven Clock Co., New Haven, Conn., 
has issued a new price list which shows a general advance. 
The local supply of clocks of all kinds is small, the manu- 
facturers being unable to keep pace with consumptive re- 
quirements. 

Glass.—The continued cold weather has served to increase 
rather than diminish the call for window glass. Fortunately 
some of the distributors have been well enough supplied to 
make fairly prompt deliveries, but there is a noticeable 
shortage in spots. Some of the manufacturing plants re- 
main closed, and it is a foregone conclusion that when home 
building resumes next spring there will be a shortage of 
glass. Windshield glass is avite a scarce article these davs, 
and as always happens in such cases, the demand for it holds 
up strongly. 


We quote from Jobbers’ stocks: Window glass, single A and B, 
77 per cent discount; double A, 79 per cent discount; double B, 
81 per cent d.scount; by the hght, 75 and 10 per cent discount. 

Leading Glass.—Colored art glass, $1.50 per sq. ft. and higher; 
double thick A, $1.25 per sq. ft. With hard metal 50c. per sq, 
ft. extra. Copper finished, 25c. per sq. ft. extra. All glass fig- 
ured in square inches. 

Vitro-Marble.—Glass 4 in. thick, 50c. per sq. ft.; 5/16 in., 60c.; 
7/16 in., 70c.; % in., 90c. 


Skylight Glass.—Rough or rolled, 4% in. thick, 17c. per sq. ft.; 
3/16 in. thick, 21c. per sq. ft.; %4 in. th.ck, 26c. per sq. ft.; 
wired glass, 32c. per sq. ft. 

Horseshoes.—As is to be expected around the first of the 
year, the market for horseshoes was quiet. Since then, how- 
ever, sufficient business has been booked to give sellers con- 
siderable encouragement. While the large consumers cov- 
ered their requirements many months ago, it would not take 
very much of an increase in day-to-day sales to bring down 
local stocks to uncomfortably small proportions. 

We quote from jobbers’ stocks: Standard makes in 100-lb. 
kegs to blacksmiths and consumers in Maine, New Hampshire, 
Vermont, Massachusetts and Rhode Island points, $7.50 per keg 
base. Base prices are for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is $7.25 per 100-lb. keg. 
No freight is allowed on store shipments. 

Fancy Shoes.—Side weights, $12 per keg; track side weight, 
$12.25; toe weights, $10.75; steel shoes, $9.25; toe creased, $7.75; 
side wear, $9.75; calked, $9.25; extra light calked, 910.25; iron 
countersunk, $8.25; steel countersunk, $10; tips, $9.25; light driv- 
ing, $9.25; featherweights, $9.25; mule, $8; all assorted shoes, dic 
per keg extra. 

Toe Calks.—Dull, $2 per box; sharp, $2.25; blunt heel, $2.25; 
sharp heel, $2.50. 3roken boxes call for an extra charge per lb. 

Ice Cutting Tools.—Last year the ice companies had hard 
work to find ice to cut. This year some of them already 
have harvested large crops notwithstanding newspaper re- 
ports concerning the scarcity of labor. Others are getting 
ready to harvest and have been fairly active buyers of tools 
of all kinds. As a result of this buying and the slowness of 
goods coming forward from manufacturers the market is 
fairly well cleaned up on the most used tools. 


Iron and Steel.—Scattering car lots of iron have been re- 
ceived by the local jobbers since last reports, but most of 
them were of large sizes for which there is comparatively 
little demand. Small sizes continue extremely scarce. Little 
steel is coming forward and jobbers are constantly obliged to 
substitute iron. The mills are not taking many orders for 
either iron or steel these days, although some of the job- 
bers are reported as having offered premiums for stock. 

lron.—Refined, per 100 Ib., $4.10 base except as noted; round 
and square, % and 7/16 in., $5.50 base; % and 9/16 in. and 2% 
in. and larger, $4.50 base; flats wider than 6 in., 95.50 base; %, in 
round and square to 2% in., flats 4 in. thick and thicker, 6 in 
wide and narrower, $4.10 base; best iron, flats, rounds and 
squares, $5.50; H. & P. ovals, half ovals and bevels, $7; rounds, 
$6; Wayne iron, $7; band iron, $5.20; hoop iron, $5.45; Norway 
iron, $20. Broken bundles. add %e. lb. 

Steel.—Soft steel bars, $4 per 100 lb. base; flats 6 in. wide 
and narrower, over 2 in. thick, $4.50; over 6 in. wide and thicker 
than 1 in., $4.85; flats wider than 6 in. and not even inches, 
$4.85; concrete bars, plain round and square, $4; twisted squares, 
$4.50; angles, channels and tees under 3 in., $4; channels and 
beams, 3 in. and over, $3.75; tire steel, 14% x % in. and larger, 
$4.70; narrower and thinner, $5.20; spring steel, $8.50; crucible 
spring steel, $12.50; bands, $5.20; hoops, $5.45; cold-rolled rounds, 
$5.50; cold-rolled squares, hexagons and flats, $6; toe calk steel 
$6: rubber tire channel, $7.50. Broken bundles add 4c. lb. 

Irons.—The Dover Mfg. Co. has advanced its price on 


flat irons approximately 15c. 


Lead.—Although the demand for sheet lead is not beyond 
normal, the market is extremely strong on its recently ad- 
vanced basis, and people who are familiar with raw material 
conditions are free to predict a further upward revision in 
prices before many weeks. 

We quote from jobbers’ stocks: Sheet lead, 13%c. per Ib. base 

Nails.—Nails of all kinds continue extremely scarce. The 
American Steel & Wire Co. and other interests occasionally 
ship a car of wire nails to Boston, but these are absorbed in 
almost the time it takes to tell about them. In the mean- 
time the demand for nails is continually increasing, and at 
the moment it seems probable that the manufacturers will 
be unable to catch up with orders on their books for at least 
six months. The shortage is not confined to wire nails, 
coated and cut being equally scarce. 

We quote from jobbers’ stocks: Wire nails, per keg, $94.50, $5, 
$5.50, $6 base; coated wire nails, $5 per standard 100-Ib. keg 
base; cut nails, ten pennyweight and smaller, $6.25 per cask base: 
twelve pennyweight and larger, $6.75 base. 

Poultry Supplies.—Incubators and other poultry supplies, 
wire excepted, are beginning to move out of jobbers’ stocks 
on spring orders. Eggs at $1.25 a dozen have created the 
impression among many people living outside Boston that 
a few hens will be a big asset this spring and summer, which 
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accounts for the improved demand for poultry supplies. 
Feeds continue high, but with eggs around their present 
price it pays anybody to keep hens, according to the com- 
muters we have talked with recently. 

Rivets.—There is a big demand for structural rivets, and 
boiler builders also figure conspicuously in the day-to-day 
sales by jobbers. Generally speaking, jobbers’ stocks are 
unusually small and comparatively little fresh consignments 
are being received. One local concern, at least, however, is 
well supplied with all sizes of rivets. 

We quote from jobbers’ stocks: Iron rivets, small, 40 per cent 
discount; structural rivets, full kegs, $5.50 per 100 Ib. base. 

Rules.—The Lufkin Rule Co. and the Stanley Rule & Level 
Co. have advanced prices on their lines approximately 10 per 
cent. 


Screens and Doors.—In common with the other manufac- 
turers, the Continental Co. has issued a new detailed sched- 
ule Gn screens and doors, showing a general advance in 
prices. 

Screws.—The consumptive demand for wood screws ap- 
pears to be on the mend. Some local interests are inclined 
to believe that the shortage of nails possibly may have 
something to do with the better demand for screws. What- 
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ever is the fundamental cause, market conditions are most 
gratifying. Local Jobbing stocks are in fair shape, but ina 
number of instances they could be better. Prices are strong 
all down the line. 

We quote from jobbers’ lists: Wood screws, flat head bright, 
75 per cent discount: flat head blued, 75 and 5 per cent discount; 
round head blued, 724% per cent discount; flat head brass, 60 per 
cent discount; round head brass, 5744 per cent discount; flat head 
brass plated, 6214 per cent discount; round head nickeled, 624, 
per cent discount; flat head galvanized, 60 per cent discount. 

Coach screws, 35 per cent discount: iron machine screws, 60 
per cent discount; cap set screws, 45 per cent discount; set 
screws, 50 per cent discount 

Sleigh Bells—Manufacturers of sleigh bells have ad- 
vanced their lists owing to the increased cost of raw mate- 
rial and labor. Jobbers likewise have revised their prices. 
The past season on sleigh bells was more satisfactory than 
those in recent years. 

Washers.—Washers are moving slowly. The important 
jobbers have been well stocked for some time. 

We quote from jobbers’ stocks: 
lb.; east washers, *4 and smaller, 6c.; larger, 5c.; cut washers, 
in full kegs (200 lb.) of a size, list; extras to consumers of less 
than keg lots of a size, add to list as follows: 100 to 199 Ib. of a 
size, le. per Ib.: 50 to 99 Ib. of a size, 2c. per Ib.; 25 to 49 Ib. of 
a size, 3c. per Ib.; 10 to 24 lb. of a size, 4c. per Ib.; 1 to 9 Ib. of 
a size, 5c. per Ib. 


Malleable washers, I2c. per 


PITTSBURGH 


Office of HARkDWakE AGE, 
PITTSBURGH, Jan. 3, 1920. 

Bere en each year when the holiday season arrives, 

which also takes in stock-taking time, conditions in the 
iron and steel and allied trades quiet down. Jobbers and con- 
sumers put off until after the turn of the year all the pur- 
chasing they can possibly hold over. This has not been the 
case this year, as demand in the local iron and steel trades, 
and in the lighter lines of finished steel products, never has 
been more active than right now. Manufacturers of pig 
iron, also semi-finished steel in the forms of billets and sheet 
bars, and of the heavier and lighter finished steel products, 
report a very heavy demand, much above their ability to 
supply as promptly as needed. There is not a concern in 
the Pittsburgh district making iron and steel of any kind, 
that has not more orders on its books than it can turn out 
in the first quarter of the new year at least, and with some 
concerns, especially those making sheets, iron and steel pipe, 
tin plate and some other products, they report they are prac- 
tically sold up for first half of the new year. 

There is a great scarcity in all kinds of iron and steel 
products, without single exception, and how soon this short- 
age in supply can be overcome is a good deal of a question. 
Until it has been overcome, there is no doubt but that prices 
— decline, but, on the contrary, are very likely to get 

igher. 

While it is true that subsidiaries of the United States 
Steel Corporation are entering orders for all their various 
products, based on the March 21 schedule of prices, yet at 
the same time these concerns are sold up for months ahead, 
and are absolutely unable to take orders for anything like 
early delivery. 

Offers of new business are being made by jobbers and 
consumers to independent mills at premiums in prices, 
ranging anywhere from $5 to $10 up to as much as $20 to 
$30 per ton over regular prices. The effects of the steel 
strike are being keenly felt now in this shortage in supply 
of steel, and it will likely last over three or four months 
of the new year at least. 

_Jobbers and retailers of hardware are. having their own 
time trying to get goods, and no relief is in sight for some 
time. Stocks of jobbers and dealers on many lines are very 
badly depleted, and some goods are entirely out of stock. 
Both jobbers and’ dealers are borrowing goods from each 
other constantly, and the situation is bad. 


: It is the general belief that an advance in prices on all 
neavy steel products will be announced by Jan. 1, or shortly 
after, and if this is done, it will have the natural effect of 
putting up prices on the lighter lines of steel goods that are 
carried by hardware stores. There is certainly no risk in 
dealers laying in all the goods they possibly can, as they are 
almost certain to be higher in price. 

There is a shortage in supply of labor, ulso in steel, and 
this is keeping down output of manufactured goods very 
materially. 

Axes.—The heavy demand that prevailed in the market 
for axes for some time is about over, and orders now are 
for small lots. 


Single bitted axes are sold by jobbers at $15 to $15.50 and 
loubie bitted, at $19 to $20 per dozen trom stock 

Bolts, Nuts and Rivets.—The new demand is reported by 
ma..ers to be quite active, and some of the large consumers 
and jobbers have placed orders for their entire needs for 
tirst quarter. There is still a pretty wide range in prices, 
but t1e market is very firm, and higher values on nuts, bolts 
and riveis early in the year are very likely. 

The higher prices now being quoted by quite a number of 
the larger makers, who are not members of the Institute, 
are as follows: 

Bolts, Nuts and Rivets 


Large structural and ship rivets............ 

Cee DOGG FICO... 6 ccc coc cence case oteeees edie 

Smail rivets, 4 in., 5/16 in. and 7/16 in. diameter, 
50 per cent off list 


. $4.10 base 


. $4.20 


Machine bolts, hp. nuts, *% in. x 4 in.: 
Smaller and shorter, rolled threads. ..50 and 10 per cent off list 
Ce CO ceincxkceenachanrsbakn wens 50 per cent off list 


Larger and longer SIZCS.....-.ccccoses 40 and 5 per cent off list 
Machine bolts, c.p.c. and t. nuts, % in. x 4 in 

ere ee. BGO, oc caccaxvecuwnee 40 and 5 per cent off list 

Larger and longer....................859 and 5 per cent off list 


‘arriage bolts, 84 in. x 6 ir 
Smaller and shorter, rolle 
CUS tRUCRG a cciccccacs ons 
Larger and longer sizes...... 

Cee Te x wae Wan coeeweas ware , 

Plow Delite, Noe F, 2 OW Biccccccnseccecuers 50 per cent off list 

Plow bolts, Nos. 4 to 10 ..90 plus 20 per cent off list 

Hot pressed nuts, sq. blank...... ecccccncecanee, DOr lk Of Dat 

Hot pressed nuts, hex. blank........... 2.50c. per lb. off list 

Hot pressed nuts, sq. tapped......%...... P je. per lb. off list 

Hot pressed nuts, hex. tapped.............. ». per lb. off list 

C.p.c. and t. sq. and hex. nuts, blank.... » per Ib. off list 


..45 and 5 per cent off list 
..40 and 5 per cent off list 
.30 and 10 per cent off list 
.50 and 10 per cent off list 


Bee 
d threads 





C.p.c. and t. sq. and hex. nuts, tapped....... 2.25ec. per lb. off list 
Semi-finished hex nuts: 
| Oe eee eer se eee ee 65 per cent off list 
O/3G tee, RUG MAMMOP. cc ccc cencccvcece 70 and 10 per cent off list 


Stowe Werte I PACMAG. coc ccccceccccsnses 75-10 per cent off list 
are TG Teh Ee oc see cee owen ewe caw 75-10-21, per cent off list 
TOES WG accccencudocddnewneenenrus easan 4 60-10 per cent off list 

The above discounts are from Nov. 1, 1919. 

All prices carry standard extras, Pittsburgh basis 

Iron and Steel Bars.—Mills rolling iron and steel bars re- 
port a very heavy demand, and they are sold up for first 
three months, or longer. 


We quote common iron bars in large lots at 3.50c. at mill, and 
steel bars rolled from billets at 2.75c. to 3c. at mill, Pittsburgh. 
Jobbers and retailers charge the usual advance over these prices 
for small lots from stock. 

Sheets.—It is said that absolutely the entire output of 
sheets for first quarter is under contract, and all the mills 
are very much behind in deliveries. This comes from the 
fact that a large amount of production in sheets was lost 
during the steel strike, and later in the coal strike. While 
sheet mills are operating from 85 to 90 per cent of capacity, 
the actual output is not more than 75 per cent, if that much, 
as the men do not seem to be putting in their best efforts 
to get out production. The American Sheet & Tin Plate Co. 
operated last week to about 95 per cent of its hot sheet mill 
capacity, but there is a very great shortage in supply of 
sheet bars, and all the sheet mills are running short of steel. 
Premiums of as high as $20 to $30 per ton are reported to 
have been paid by some consumers, who are in distress for 
sheets, in order to get them promptly. 
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In carload lots, mill prices, f.o.b. Pittsburgh, for No, 8 gage 
and ve avier blue annealed Bessemer sheets is 3.50c. per lb.; for 
No. 28 gage black sheets, 4.35c.; for No. 28 gage galvanized, 
5.70c., and for black plate for trimming No. 28 gage, 4.35c. Some 
mills are charging higher prices than these, while jobbers are 
getting heavy advances for small lots from stock. 

Tin Plate.—The entire output of tin plate for first half of 
1920 is now under contract, and it is said some mills are 
badly oversold. All the mills are back in delivery, owing to 
loss in production during the steel strike, and later on ac- 
count of the coal strike. The large consumers of tin plate 
have covered for first half of next year at the regular price 
of $7 per base box, but on export orders, which are coming 
in very freely, mills are quoting $8 to $8.50 per base box. 

In carloads and larger lots, we quote tin plate for first half of 
1920 delivery at $7 up to $7.50 per base box, f.o.b. mill, Pittsburgh. 
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Oftice of HARDWARE AGE, 

CINCINNATI, Jan. 3, 1920. 
4 a past few weeks have been very busy ones in the 
hardware trade of this city and surrounding territory. 
Those dealers who made a specialty of Christmas trade report 
the largest business in their history, particularly in the lines 
of cutlery, skates, sleds, and lighting fixtures. The feature 
of the Christmas buying was the fact that the more expen- 
sive articles were the first to be cleaned out, the attitude of 
the buying public being, according to one retailer, to secure 
the article first and ask the price after. That the public have 
plenty of money and are only too willing to spend it is gen- 
erally recognized now, and nothing but ‘the best will satisfy 
their wants. “Drunk with prosperity” is the way the dealer 
referred to put it, and this not only applies to the hardware 

business, but to all other classes of merchandise as well. 
The next couple of weeks will be rather quiet ones, as all 
jobbers and retailers have begun their annual inventory. 
Stocks are at the lowest point in the history of the hard- 
ware trade in this territory, and deliveries are very slow, 
with the prospect of getting even worse in the future. The 
demand is far ahead of the supply, and of course prices 
are very firm, with an upward tendency. No very radical 
changes were announced during the past two weeks, but 
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Wire and Wire Nails.—There is an absolute famine in the 
supply of wire nails, jobbers’ and retail hardware dealers’ 
stocks are almost depleted, and they are scouring every- 
where to find nails. It is claimed, and it is believed to be 
true, that as high as $10 per keg has been offered, and re- 
fused, for wire nails for prompt shipment. The American 
Steel & Wire Co. is still taking care of its regular customers 
on wire nails at the March 21 price, which is $3.25 base per 
keg, but the independent mills are quoting prices ranging 
from $4.50 up to $6 base per keg in carload lots. 

Therefore, we quote wire nails in carload lots at prices ranging 
from,$3.25 up to $4.50 base per keg, and there is no doubt that 
$5 and even as high as $6 base per keg would be paid by some 
buyers who are in distress for nails, and who would gladly pay 
most any price to get them. 
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dealers expect that after the new year more than one line 
will be advanced. 

Wire nails, which have been absolutely unobtainable for 
some time past, are beginning to loosen up a bit, and smail 
shipments are coming atong quite steadily. Some independ- 
ent mills are asking an even dollar above the base price, 
but local jobbers are still quoting $4.50 per keg. One manu- 
facturer of locks announced an increase of 10 per cent last 
week, and it is expected that others will follow suit. Alu- 
minum ware has also been slated for an advance, but it has 
not yet been put into effect. 

Manufacturers of varnish have withdrawn their quotations 
and the new ones have not vet been received. One jobber 
advanced the price of white lead to 14 cents a pound last 
week. Generally speaking, however, prices are the same 
as were in effect two weeks ago. 

Axes.—The demand for axes is still steady, principally 
from Kentucky points. No advances in price are noted. 

Jobbers quote 3144-lb. axes at $20.25 per dozen. 


Automobile Accessories.—The continued fine weather has 
had a good effect on this branch of the hardware trade, and 
business has been very good. While some owners have laid 
up their cars for the winter, the latge majority are still in 


Paint material prices as quoted in New York January 8, 1920 


Animal, Fish and Vewge- Dompetic 6.460055 $8.50@20.00 
table Oils— Cobalt, Oxide...@ lb. 1.60@1.65 

WINER 6 04.9.5 8 0 encoun #@ 100 lb. 
Linseed, Raw, Carload Commercial .......+ 1.15@1.20 
lots ...- .* .$1.77@ iS. See 1.20@1.25 

City, five-bbl lots Ex. Gliders 2.6.05 1.30@1.40 

and over . . . 1.80€@ 
Out-of-town,  tive-bbl 

lots and over..... 1.77@ Putty, Commercial— 

soiled, 2c @ gal. advance on 

Raw Commercial, 120 Ib. 

Lard, prime, winter, edible in ee ere 2.75@— 
bbis., per gal..:....2.25@ eo eee 4.50@ aaa 
Cotton seed, Crude In 1 Ib. to 5 Ib. tins.6.00@7.35 ' 

f.o.b. mill .......20.00@ 

Yellow Summer _ af Spirits Turpentine— 

Prime, bbl 21.50@ 22.50 
Tallow, Acidless, cur ® gal. 

MNO sig eb aiale sts avaeyert 1.56@— In Machine bbls...... 1.69@— 
Menhaden 

Northern Crude R nominal Gum Shellac— 

Southern f.o.b. Fac- @ Ib. 

a cic A reeeeee DO@— ARRAS Ee esis hah ce nominal 
Light Dre aL ++ 1.18@1.20 BiG QUANSO 6.6.00 coe do nominal 

a ed setts hed. 1. 0G Medium Orange ........-- nominal 

White Bleached anc A. C. Garnet........1.75@1.80 
Poi i eas peer arene AE ala ie earn 1.65@1.70 

ocoanut Ceylon Do : K: ila Button ......-.-.-- nominal 

mestie. bbl.. i Ib...18', @ T 1.60@1.65 
Cochin Imported, spot nomina Se ec eee ee en ee . se tres 

Danese, bbl I ‘19% @ v. 3. MD aa sce ee nominal 
Cod, Domestic, Prime...nominal 
Newfoundland, in bbl..1.12@1 Colors in Oil— 

Corn, Refined, bb!., 100 # Ib. 

Ib » -23.90@ 24.00 Black, Lamp ........ 40@45 
P orpoise” blubber......1.24@ Black, Coach, Japan... 28@40 
Olive denatured.......2 @ Binet im Ol. .coccces 2236 
Neatsfoot, Prime 1.80@1.85 Drop BIACK soc os s0.s 32@36 
Palm, Lagos, spot per Ib Blue, Chinese ....... 1.00@1.10 

17@18 Blue, Prussian ....... 1.00@1.10 
Soya Bean, bbl., lb.....18@— Blue, Ultramarine .... 40@50 
French Ochre ........ 18@ 
Green, Chrome, Pure... 79@ 





_ > iis Green, Paris ......... 60@75 
ast -tatanet ae Indian Red ..+...00.. 35@39 
Barytes: Venetian Red ........ 16@18 
White, Foreign Sienna, Burnt ....... 30@32 
PORE re -nominal Umber, Raw ........ 28@20 
Domestic, pure, Umber, Burnt ....... 28@30 
white floated, Chrome Yellow ...... 38@45 
SS arr .80.00@ 31.00 
wa owe bags i Arianne White and Red Lend, 
Chalk, English ...@ton nominal &e.— 
Prenth...:..-. ®@ ton nominal Cents @ Ib. 
China. Clay, aie d Lead, American White 
® ton. 18.00@22.50 DEF ov téredcetivevcne 9@9% 









In Oil White, less than Blue, Soluble .......... 85 @90 
500 lbs., per 100 lbs. ; Blue, Ultramarine, bbl.. -35@50 
144 @a@— Brown, Spanish, high 

500 Ib. up to 2000 lv... jer grades, per ton....24.00@— 

yk Sees $13.05@— Brown, Spanish, low 

2000 Ib. up to 10.000 Ib, QVGOUG oo:0.6 08 60.086 $16.00@— 

per 100 lb........ ,12.73@- Carmine, No, 40, bulk..5.20@5.50 

10,000 Ib. up to 30,000 a Green, Chrome, ordinary. Tai: ’ 

per 100 Ib.........12.27@— « Green, Chrome, Light. ..837@50 

Carload, minimum, 15. tons, ore 40@50 

per 100 Wi. cs scccae 12.14@— Metallic Paint, ® ton, 

Litharge, American, powdered, hee ee 32.00 @ 36.00 
Steel Kegs, per 100 Ib ere 35000, 00 
14144@— Ochre, Medium, ®@ ton 
500 lb. up to 2000 Ib. 30. 00@40.00 
13.05@— American Golde , H 
2000 Ib. up to 10, 000 i - Foreign, Golden, e * 5a10 
-_ Ba eee 5@ 6% 

10,000 Ib. up to 30,000  Ib., Orange, Mineral, ingtisn ” 

we: ae 12.27@— nominal 

Carload, minimum, 15 tons i. EET OOO nominal 

12.14@ American ........- 14% @17\ 
Red, Indian : j 
American, ® 100 Ib... W@ 16 
Red, Tuscan ...........2 a0 
Zine, Dry— Red, Venetian, @ 100 Ib. 24%4@— 
Sone eee 19@ 20 
Sienna, alis 
Red Seal (French ia @ and ete ame 6 
Green Sl. (French proc.) tee a now: os 
1 aiian, aw, pow- 

: 10% @— MIO acs cic cs atte 6% @12 
White Sl. (French peer) American, Raw ..... 2%@ 3 
a eR, 4 @— American Burnt and 

ywdere °Y%@ 
5p. c. lead sulphate. 8% @8% Tale, Fretich SS pam 
Tea : %_ ‘Tale, French ........... 
20 B. ¢: lend auipnate:< sep? {@arleam. por G0. ¥20. da 0 
35 p. c. lead sulphate.7% @- Terra » WE i teen tas ne 
French...... ® 100 Ib—nominal 
A ——. AP a 100 Ib. .nominal 
American, 
ey i an, lb. No. @ J 
American, #@ 100 Ib. No 
® lb. ’ 1.00@ - 
Black, Carbon Gas....12 @25 Umber, Turkey, Burnt 
Black, Bone powdered. 5% @12 and Powdered ....5 @ 6% 
Black, Drop ....-.+-. 5% @15 Raw and powdered... .. nominal 
Black, Lamp ........ 15 @45 Burnt, American.....3%4,@ 4 
Black. Ivory .. (16 @30 Raw lumps ....+..5. nominal 
Mineral Blacks, . “ton, Seo rer a eS 
85 00@45 Yellow, Chrome, Pure.. 26@28 
Blue, Celestial ..... aon Oxide Red, Domestic, 
Blue, Chinese ....--+---80@85 copperas in casks.... 12@16 
Blue, Prussian, Domestic, Vermillion, Quick Silver. 
80@85 oe, a, ree 1.40@ 
Blue, Prussian, Foreign. ..nominal CHIME oe eee eee eee nominal 
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conimission, and the demand for accessories, such as chains, 
anti-freezing mixtures, radiator covers and heaters is strong. 


The expected advance in tires has not so far been an- 
nounced. Deliveries are falling further behind every day, 
and local stocks are practically depleted. With the clearing 
up of the recent labor troubles, and the holiday season over, 
dealers are looking for greater production from the facto- 
ries, and expect that before very long things will be run- 
ning more smoothly and that they will be able to replenish 
their stocks sufficiently to care for the spring trade, which 
they expect this year to be particularly heavy. 

Bicycles.—Sales were reported very good during the 
Christmas period, and local stocks are much depleted. 

Barbed Wire.—At this season of the year fence building 
generally is suspended, and the demand in consequence has 
slackened off somewhat, giving the jobbers an opportunity to 
replenish sadly depleted stocks. 

No price changes are noted, 6-inch, 2-pt. cattle wire being still 
quoted at $3.95 per reel. 

Builders’ Hardware.—Building operations are not as brisk 
now as they have been, and the demand has slackened off 
somewhat. This is a godsend to the dealers, whose stocks 
have dwindled to practically the exhaustion point. The 
building programme for this city the coming season prom- 
ises to be a large one, and dealers are looking forward to a 
very busy season. Prices on the average remain about the 
same, although one large Eastern manufacturer announced 
an increase of 10 per cent last week. 

Carbon Drills.—Demand still keeps very heavy, and deliv- 
eries slow. Stocks on hand are the smallest for some time, 
with no expectations on the part of jobbers that they will 
improve. Prices remain the same as last week, but an ad- 
vance is anticipated. 

Jobbers’ present discount is 10 per cent off list price 

Enamel Ware.—Dealers report that they are practically 
cleaned out of several sizes and delive.ies getting worse. 
One retailer expects that instead of nine or ten different 
sizes of enameled coffee pots, which are now being made, 
manufacturers will standardize their output, making only 
three or four different sizes. Prices are the same that 
have ruled during the past month. 

The jobbers’ discount is 10 per cent off list. 

Files.—The stocks in dealers’ hands are still sufficient to 
care for immediate needs, but demand still continues strong. 
Prices continue to hold firm at the recent level. 

Galvanized Ware.—The recent advance of 10 per cent is 
being well maintained. Stocks carried are small, and with 
the shortage of sheets it is expected that this class of goods 
will be particularly difficult to secure. 

Jobbers quote 10-qt. pails at $3.36; 12-qt., $3.69; 14-qt., $4.14; 
tubs, No. 0, $7.80; No. 1, $9.60; No. 2, $10.80; No. 3, $12.60. 

Granite Ware.—Stocks are being rapidly depleted and 
demand continues heavy. No price changes have been an- 
nounced since the one thirty days ago, the present jobbers’ 
quotation being 10 per cent off list. 

Hammer Handles.—The demand for hammer, sledge and 
pick handles is very strong, and stocks are running short. 
An increase of 15 per cent went into effect last week. 

_Lag Screws.—Demand continues brisk, with supply get- 
ting shorter every day. Deliveries are still very slow in 
coming forward. This was caused no doubt by the fact that 
most of the shops turning out this class of goods were 
forced to run short time during the recent fuel shortage, 
and consequently fell behind in production. 

Jobbers quote 40 and 5 off list. 

_ Machine Bolts and Screws.—Jobbers report it is almost 
impossible to secure either machine bolts or screws. Bolt 
and nut shops are away behind in deliveries at present, and 
what little quantity filters through is snapped up quickly. 
Stocks in jobbers’ hands-are practically negligible, and if 
conditions continue as at present, heavy demand and no 
deliveries, there will be a famine. 

_Jobbers quote large machine bolts 25 and 5 off list: smaller 
sizes 40 and 10. For machine screws, 65 and 10 is the prevailing 
discount. 
_ Rivets.—The demand is very heavy, and deliveries almost 
impossible to secure. Jobbers’ stocks have dwindled almost 
to the vanishing point. No price changes are noted, the 
oe discount quoted by jobbers being 45 and 10 per cent 
off list. 

Stove Bolts.—The recent advance in this line has been 
well taken up. In common with all other finished steel 
products, there is a great scarcity. Demand continues brisk 
and deliveries barely sufficient to take care of it. The job- 
bers’ discount is 65 and 10 off list. 

Stoves.—Manufacturers of stoves in this vicinity are very 
busy, and in some cases are away behind in deliveries. Re- 


121 


tail hardware dealers report a very active demand for both 
gas and coal stoves, with the higher-priced ones having the 
greatest call. One manufacturer is inclined to discontinue 
the production of the smaller stoves, as he says that there 
appears to be no public demand for them. One retailer re- 
ports that his stock has been almost entirely disposed of, 
even to his samples, and that he cannot possibly handle the 
volume of business offering. While the weather has been 
very favorable to date, oil heaters have been in brisk de- 
mand. No price changes have been announced so far, but 
on some makes advances are anticipated, as prices of mate- 
rials and labor have recently gone up. 

Sleds.—Christmas buying has about taken up all the sleds 
held in dealers’ stocks. The higher-priced ones seemed to 
be in most favor. 

Semi-finished Nuts.—Stocks are very low, and the de- 
mand heavy. The recent advance has not affected business— 
rather the reverse, in fact. A great shortage is expected 
in the future unless conditions improve rapidly. 

Jobbers’ discount on 9/16 and smaller is 66%4 per cent: 
sizes, 50, 10 and 5. 

Sledges.—Prices are still the same as quoted last week, 
14c. per lb., without handles. 

Wood Screws.—The shortage is acute. Jobbers have ad- 
vanced the price about 5 per cent, and quotations are now 75 
per cent off list. 

Window Weights.—Window weights are still very scarce, 
and the recent advance is being well maintained. Deliveries 
are almost impossible to secure, and it is rumored that a fur- 
ther advance will be made shortly. 

Jobbers’ quotations are at present $2.75 per 100 Ibs 

Zine Oilers.—Stocks are in fairly good shape, and demand 
continues good from machine shops. Jobbers are still quot- 
ing 10 and 10 per cent off list 
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Chicago Cutlery Market 


Office of HARDWARE AGE, 
Cuicaco, Jan. 3, 1920 

HERE has been a slight lull in the wholesale cutlery 

market during the past week, due to the fact that the 
traveling salesmen have been off the road and the houses 
have been busy with inventory. In the retail stores business 
has moved right along, even through the usually quiet week 
between Christmas and New Year. 

The cutlery situation generally is practically the same as 
for some time past. The factories are behind on normal 
production and the present shortage will probably continue 
for several months at least. It is not a question of factory 
capacity, but rather one of obtaining sufficient skilled labor 
to put the present facilities to their limit of production. This 
will undoubtedly take time, under existing conditions, and 
meanwhile prices will continue at a high level. 

Local jobbers say that on account of the labor and raw 
material conditions, some of the higher grades of pocket 
cutlery, table cutlery, shears and scissors will probably ad- 
vance within the next month or six weeks. Many of the 
leading manufacturers of the lines mentioned have booked 
a large amount of business for future delivery on the basis 
of price ruling on date of shipment. 

Cutlery buyers also predict advances on the dollar type 
of razors and the blades for same. The makers claim that 
manufacturing costs have gone to a point where it is prac- 
tically impossible to turn out a safety razor that will retail 
for a dollar. It is possible that the dollar razor will shortly 
be replaced by one to sell at $1.25 or $1.50. 

German salesmen are busy in this territory attempting 
to get cutlery orders, with promises of deliverv around the 
first of April. So far they have met with little success. 
Their prices are several hundred per cent over those of 
pre-war times, and local jobbers are rather skeptical of the 
ability of German firms to make the deliveries promised. 

Silver plated table ware has sold in unprecedented volume 
for several months past, and is still in good demand, despite 
the fact that prices are at the highest level in years. 

There has been a recent advance of 50 per cent in 
pearl used in making the handles for high grade pocket 
knives, and the manufacturers of these knives have been 
forced to raise their prices approximately 20 per cent. 

Toilet clippers are in exceptional demand and have ad- 
vanced recently. All cutlery prices are very firm, with a 
tendency upward rather than downward 

Jack Knives.—American two-blade standard gauge pocket 
knives, length, % in., stag or wood handles $6.75 rer doz.. f.0.b 
Chicago Above are steel lined and black inside, with steel bol- 
sters and no cap 
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Length, 3°. in., stag or wood hand.es, $11.50 per doz., f.0.b. Chi- 
cago. Above are brass lined with nickel silver bolsters, caps and 
shields, and clean inside. 

Length, 3%, in., stag or wood handles, $17.75 per doz., f.0.b. Chi- 
cago. Above have two cutting blaaes and one patented punch 
blade. They are brass lined with nickel silver bolsters, caps and 
shieids. 

Length, 3%, in., stag handles, ‘“‘Boy Scout” pattern, $19.80 per 
doz., f.o.b. Chicago. Above have one cutting blade, one patented 
punch biade, one can opener blade and one combination screw- 
driver and bottle cap opener blade. All prices are net. 

Butcher Knives.—Standard Beech handie American made 
butcher knives, “fully guaranteed."” Three brass saw screw rivets 
in handles, 6-in., $4.00 per doz.; 7-in., $4.65 per doz.; S8-in., $5.65 
per doz. All prices net, f.o.b. Chicago. Standard pattern kitchen 
knives, $1 to $2.50 per doz., net, f.o.b. Chicago. 

Razors.—Oid style open blade type, with rubber handle, full 
hollow ground, }2-in., 5,-in., *,-in., $21 per doz., net, f.0.b. Chi- 
cago. Three-quarter hollow ground, !.-in., 5y-in., %-in., $18 per 
doz., net, f.0.b. Chicago. Half hollow ground, 1-in., 5g-in., %4-in., 
$14 per doz., net, f.o.b. Chicago 

Safety Razors.—Gillette Standard and vest pocket edition, 
list $60 per doz. 

Auto-strop standard and army edition, list $60 per doz. Above 
takcs a discount of 25 per cent, f.o.b. Chicago. 

Extra blades for above, 6's, 50c, and 12’s $1, less 25 per cent 
discount per package. 

Gem Damaskeene safety razors, 1 dozen lots, $8.40 per dozen, 
1et, f.0.b. Chicago; 3 dozen lots, $8 per dozen, net, f.o.b, Chicago; 
2 dozen lots, $7.50 per dozen, net, f.o.b. Chicago. Gem extra 
ylades, lots of 1 dozen packages, $4.20 per dozen packages; 12 
dozen packages, $3.84 per dozen packages; 36 dozen packages, 
$3.60 per dozen packages. 

Ever Ready safety razors, 1 dozen lots, $8.40 per dozen, net, 
f.o.b. Chicago; 3 dozen lots, $8 per dozen, net, f.0.b. Chicago. 
Ever Ready extra blades, standard package, of 6 blades, lots of 
1 dozen packages, $3.36 per dozen packages; per card of 2 dozen 
packages, $6.72 per dozen; lots of 5 cards in one shipment, $6.24 
per card. 

Toilet Clippers.—Khedive, $1.70 per pair, net, f.o.b. Chicago; 
Success No. 1, $2 per pair, and No. 0, $2.10 per pair, net, f.o.b. 
Chicago; Brown & Sharpe, No. 000, list per pair, $4, less 25 per 
cent discount; Brown & Sharpe, No. 09, list per pair, $4, less 25 
per cent discount; Brown & Sharpe, No. 0, list per pair, $4, less 
25 per cent discount; Brown & Sharpe, No. 1, list per pair, $4 less 
25 per cent discount. 

Table Cutlery. “Gross Goods.” standard makes and paiterns, 
cocoa, ebony and white bone handles, $12 to $36 per gross, net, 
f.o.b. Chicago. 

Nickel Silverware.—Teaspoons, $15 per gross, net, f.o.b. Chicago: 
tablespoons, $39 per gross, net, f.o.b. Chicago; medium knives 
and ferks, 6 knives and 6 forks to a set, $4 per set, net, f.0.b. 
Chicago. 

Silverware.—We quote from Jobbers’ stocks, f.o.b. Chicago 
Rogers 1847 flat ware, teaspoons on a basis of $5.23 per dozen; 
tablespoons on a basis of $10.45 per dozen 

Shears.—Nickel plated straight, trimmers, regular patterns. 
6-in., $11.50 per doz.; 7-in., $12.95 per doa: S8-in., $14.40 per 
doz.; japanned straight trimmers, regular pattern, 6-in., $10.25 
per doz.; T7-in., $11.50 per dog.; S8-in.. $12.80 per doz.; barber 
shears, nickel plated, regular pattern, 7-in., $12.95 per doz.; 8-in., 
$14.40 per doz. All prices net, f.o.b. Chicago. 
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Boston Cutlery Market 


Office of HARDWARE 5 

Boston, Jan. 3, 1920. 

NTICIPATED advances in cutlery prices after Jan. 1 
already are beginning to materialize. The Gillette 
razor interests are out with a new list which shows an ad- 





vance of 50c. each on some of the low-priced numbers. Prices ' 


for traveling sets are unchanged and blades cost no more. 
Some of the other safety razor manufacturers are out with 
new attractive styles. Certain makers of pocket knives 
have issued new lists showing advances of approximately 10 
per cent on many numbers. One of the leading pocket knife 
manufacturers, in speaking of general conditions, says in 
part: . 

“You must remember that up to 1914 we imported 60 
per cent of the knives sold in this country and that since then 
the American factories have been expected to supply 100 
per cent of the country’s needs. Because of labor conditions 
it has been impossible for us to do this. Efficient and even 
inefficient labor is scarce and cannot be had. Where it has 
gone I know not. In February, 1915, I employed 182 people 
in my factory. To-day I have but 100 and I cannot secure 
more, and could use 300 to 400 additional hands. I have 
built a new factory and enlarged the old one, byt it is a 
physical impossibility for me to meet demands for goods. 
I am not taking on new accounts because I know it will be 
impossible for me to satisfy old ones. If I don’t take an- 
other order for a year I can keep my plants operating at 
present capacity during that period.” 

All kinds of cutlery, but especially high-grade, are sc 
searce locally that some of the jobbing interests are trying 
to buy odd lots from each other. One jobber says: “I would 
prefer high-grade scissors and shears naturally, because that 
is what my trade wants most, but stocks in New England 
to-day are such that I can sell any old thing I can pick up 
here and there.” On the other hand, a salesman calling on 
the retail trade during the closing days of 1919 returned to 
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Boston without an order, reporting the trade as “not ready 
to buy yet.” 

Snips.—Tinners’, No. 12, $1.10 each; No. 10, $1.75; No. 9, $1.94; 
No. 5, $2.19; No. ¢, 92.75. Dental sutps, No. v, $10.90 per doz. 
No. 1, $11.90. 

dcissors.—iieinisch & Wiss goods, standard embroidery (two 
sharp points), 3 in., $10 list per doz.; 3'6 in., $10.40; 4 1m., $10.80 
Standard ladies’ (one round and one sharp point), 4 in., $10 list 
per doz., 5 in., $11..40; 6 in., $12.80. Vocket (two round points), 
4 in., $10 list per doz., 4% in., $10.40; 5 inm., $10.80. Buttonhoie, 
4% in., $12.80 per doz. Manicure, 3% in., $14.20 per doz. Nail 
342 in., $14.20 list per doz. 

Shears.—-High grade japanned, 6 in., $9.60 per doz.; 642 in 
$1lu.zu, « in., yau.Su; Ty anm., $11.40; 8 in., $12; Ste in., $12.60; 9 in., 
$15; 10 in., $18.50; 11 in., $21; 12 1n., $22.70; 13 in., $25.20; nickel 
plated, 6 in., $11.20 per doz.; 6% in., $12.10; 7 im., $12.90; 7% in., 
$13.50; 8 in., $14.20; 8% in., $15; 9 in., $17.80. 

Knives.—Butcher, beech handles, standard makes, 6 in., 
per doz.; 7 in., $4.40; 8 in., $5.70; 10 in., $8.50; 12 in., 
Ebony handles, standard makes, 6 in., $6.60 per doz.; 7 i 
8 in., $9; 10 in., $12; 12 in., $15. 

Pocket Knives.— Standard two-blade cap, bolster and _ shield, 
brass lined, desirable sizes, $10 to $11 per doz.; less desirable 
kinds, bolster and shield, $9; steel lines, 3% in., two blades, 
$5.75; less desirable kinds as low as $4.80. 

Clippers.—Flexible horse clippers, No. 1, $12.75; No. 2, $16, list. 

Hair Cutters.— $1.87 each. 

Safety Razors.—Gillette, regular sets, $5 to $5.50; traveling 
sets, $16 to $27, less 25 per cent discount; Auto-Strop, regular 
sets, $5, less 25 per cent discount; Gem, $1 sets, $8.40 in dozen 
and $9 in less than dozen lots; Ever Ready sets, $8.40 in dozen 
lots and $9 in less than dozen lots. 





Chicago Paint Market 


Office of HARDWARE AGE, 

Cuicaco, Jan. 3, 1920 
HE paint trade is entering the new year with decided 
possibilities of high price levels. Jobbers and branch 
houses are warning the trade that there is now not the 
slightest possibility of a break in paint prices before spring, 
and that the advances in white lead and linseed oil will prob- 
ably react on prepared paints before that time. The demand 
is very good, as dealers generally feel that there will be a 
heavy resumption of building activity in the spring, and are 
trying to get their stocks in shape while it is yet possible. 
The foreign demand for mixed faints continues to grow, the 

bulk of the shipments going to Cuba and South America. 

The linseed oil situation is much the same as reported 
last week. The final Government report for 1919 is out 
and gives the total flaxseed production for the United States 
as 8,919,000 bushels. This is over 4,000,000 bushels less 
than the original estimate, and many well-posted flaxseed 
dealers say that the present figures are too high by at least 
2,000,000 bushels. The linseed oil mills have about all the 
business booked that they can handle this season, and still 
the demand for oil is growing. Local prices on linseed oil 
are unchanged, but jobbers believe that the market will 
go higher. 

Local prices on turpentine show an advance of 2c. per 
gallon over those of a week ago. The demand is not very 
heavy at this season, but it is said that there are decided 
shortages in some markets, particularl’ in the Eastern 
States. 

White lead has taken two advances in the last month, and 
the present demand is so heavy that the producers are de- 
voting all their efforts to the filling of current needs and 
are not soliciting future business. 

The dry color market is strong, with some advances re- 
corded on blues and yellows, due to shortages of basic 
materials. 

All paint and oil prices are firm with a tendency upward. 

Linseed Oil.—While the week between Christmas and New 
Year is usually marked by a light demand for linseed oil, 
buying in this locality has kept up almost to the standards 
of previous weeks. The shortage of flaxseed in this country 
is shown in the final report of the Government cf less than 
9,000,000 bushels, 4,000.000 bushels below the original esti- 
rate. The mills are booked un for some time to come, with 
the demand for oil increasing. It is more than probable 
that prices will reach higher levels. 

We quote to retailers, f.o.b. Chicago: Strictly pure linseed oil, 
in barrels, 1 to 4 bbl., 1 delivery, raw, $2.09 per gal.; boiled, 
$2.11 per gal. Terms. 30 days net or less 1 per cent if paid 
within 10 days from date of invoice. 

Turpentine.—There has been a falling off in the local de- 
mand for turpentine, but this is natural for the season. 
Shortages are reported from several districts, particularly 
in the East. Local prices show an advance of 2c. per gallon. 

We quote to retailers, f.o.b. Chicago: Strictly pure gum spirits 
of turpentine, in barrels, $1.88 per gal. 

Denatured Alcohol.—The foreign demand for denatured 
alcohol continues, while the call from domestic sources is 
growing.- Business is heavy at current prices and the pro- 
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Current Metal Prices—January 8, 1920 


iron and Soft Steel Bars 
and Shapes 


Tank Plate—Steel 





Per lb. 
: Per lb ‘4 in. and heavier..... ere 
I ied Iron, base price... 4.00¢ 
swedish Bars, base price. .20.00¢ Sheets 
Soft Steel Blue Annealed 
to 17@ in., round wr Per lb. 
SQUATE soocseccers -52@3.62¢ ee, SN wicdcertieveae 5.07 @5.80¢ 
1 to 6 in. x % in. io 1 in No. 12 os 5.12@5.85¢ 
52@3. 62¢ ee Oe cows é 5.17 @5.90e 
ito 6 in. x % and 5/18 in., Pk BR vicccadires . 5.27 @6.00¢ 
3.62@3.72¢ 
Rods—% and 11/16.. .3.42@3.67¢ sated. ae 
flands, 1% to 6 x “3/16 to Bor Anneal . oe 
N ee 4.22@4.32¢ Soft Stee 
siesta @ Cc. R., Wood's 
Shapes One Pass, Refined 
" Per lb. Per lb 


Reams and channels—3 to a6 2 


ie, ccevevscedveneeteaee 47¢ Nos. 18 to 20...6.05@6.80¢ 


Nos. 22 and 24..6.10@6.85¢ 7 80¢ 
Angles eh: Oe <saeuson 6.15@6.90¢ T7.85¢ 
Si a .6.25@8.00¢ 8.00¢ 


sin. x 8/16 in. and 1% ee ote No. 80 «.:.....6.85@7.20¢ — 
1%) to 2% in. x %& in No. 28, 36 in. wide, 10¢ higher 
3.52@38.77¢ 
11) x 2% in. x 3/16 in. and 


Galvanized 





thicker ...-++s+00. 3.47@3.72¢ _ Fer lb 
1 to 1% in. x 3/16 in., i Seer ree er 6.50@8.10¢ 
52@3.77¢ WP sad teanierenned 6.75@8.25¢ 
1 to 1% in. x %& in..3.57@3.82¢ Nos. 18 and 20........ 6.90@ 8.40¢ 
Te x My im...-eeeees 3.62@3.87¢ : 
% xX UG iM. . eee ee ees 3.67@3.§ 
ZX My IM..ccccceee 4.07 @4.72¢ 
% & 8/8B IB. ecvccce 5.17@5.42¢ 
a Pere rre 8.00@9. 50¢ 
Tees : No. 28, 36 in. wide, 20¢ higher. 
1x %&% . 
14, in Corrugated Roofing, Gal- 
vanized 
1% to: 
1% to 2% in. corrugations, 10¢ per 100 
“4 in Ib. over flat sheets 





Steel Wire 


tase «Price® on No. 9 guge and 
coarser: 


Merchant Steel 


Per lb 
Tire 11%) x % in. and ea -3.52¢ 


Bright Basic -7.50¢ 
Tog cult % = % In. and gage — Anmenied Sort me 
Open-hearth spring steel...... 7.00¢ G: avaniz ‘d Annealed ... : rye 
Standard cast steel, base Coppered Basic : SRR 
SEW. ccucebxenekackenss 14.00¢ Tinned Soft Bessemer. . 9.506 
Extra cast steel..... 18.00 @ 20.00¢ — 
Special cast steel. ... .23.00@25.00¢ *Regular extras for lighter gages. 


ducers are not bothering about futures. At present the 
producers are overworked in an effort to fill immediate 
wants. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
natured alcohol, in barrels, Sle. per gal. 

White Lead.—The demand for all lead products is very 
heavy and the makers are behind with their orders. Two 
advances have appeared during the past month, due to the 
high prices of linseed oil and pig lead. White lead pro- 
ducers are not soliciting future business at this time, but 
are confining their efforts to handling current needs. 

We quote to retailers, f.o.b. Chicago: Strictly pure white lead, 
100 Ib. kegs, 14e. per lb.; 25 and 50 Ib. kegs, 1414c. per Ib.; 
1214 lb. kegs, 14%c. per lb. On lots of 500 Ib. or more, one de- 
livery, 10 per cent less. 

Varnish Gums.—A serious condition still prevails in the 
varnish gum market. Shortages are evident in several 
grades, and the labor conditions in the primary markets are 
such that no immediate improvement is to be expected. 
Prices in this line are very firm. 

Glues.—The demand for glues continues to be very heavy, 
while the supply is limited, due to the scarcity of raw mate- 
rial. Prices are very firm, and an advance is expected in the 
near future. 

Steel Wool.—Conditions in the steel wool market are 
showing marked improvement. The manufacturers are now 
able to get fairly good quantities of wire, and most of the 
plants are running well around normal again. The usual 
holiday lull in sales is apparent, and this is allowing the 
mills to partially catch up on orders. No lower prices are 
to be expected. 

Shellac——The primary market on shellac is in a very 
unsettled condition. Some grades have advanced, and all 
prices are only nominal, as there is no shellac to sell. Some 
small shipments are arriving at Eastern ports, but these 
are sold before being received. Local quotations are same 
as last reported, 

We quote from jobbers’ stocks, f.o.b. Chicago: Pure shellac, 
4-lb. goods, in gallon cans, white, $6 per gallon; orange, $5.75 
per gallon. 

Ww axes.—There is a steady demand for waxes of all kinds 
and shortages in some lines are reported. Japan wax is 
particularly short on the market. There is a heavy foreign 
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‘ube and Copper 


Brass Sheet, Rod, 'I 
Wire 
Large Ingot ..........20%@21¢ 


—<ws ~ 
Base Price Electrolytic ........-. 20 @20%e 





High Brass Sheet.....274@28'¢ GRRE wavtvocevesus 19% @20¢ 
High Brass Wire......2714¢@28 1's 
Brass Rod ‘ Se Spelter and Sheet Zine 
Brass Tube a -414%,@43¢ Western Spelter ae .10@11¢ 
Sheet Zine, No. 9 base « asks. - 18¢ 
Copper Sheets Open .... a Tere: 


Sheet copper, hot rolled, 16 oz 
32¢ per lb. base. 
Cold rolled, 14 oz. and heavier, 


Lead and Solder 








1%¢ per Ib. advance over hot ~ = tk — inci "34 ODS 
ve MOE cces oe 54% aoe 
rolled Solder, 44 & % guarantee......38¢ 
No 5. eee vee BME 
- . tefined solder aca .29¢ 
Tin Plates Prices of solder indicated by pri 
Bright Tin v ~< brand vary according to com 
Grade Grade , a 
“AAA” "a 
Chareoal Charcoal . Mabhese Metal 
14x20 14x20 jest grade, per ID........ .90¢ 
te $13.00 Commercial grade, per Ib 50¢ 
IX 15.0 
IXX 16.7 Antimony 
IXXX 8 50 
IXXXX 20.25 _— =a++5s00ntnnen tae 
Coke Aluminum 
Primes Wuasters No 1 aluminum (guaranteed 
80 Ib . $9.50 $9.05 over YU per cent pure), in 
90 Ib 9.40 9.15 ingots for remelting, per 
100 Ib 9.50 9.25 Ib - 35@38¢ 
1c Pe 10.00 9.75 
IX 11.00 
m Yoyo Old Metals 
IXXX 13.00 the market remains firm Dealers’ 
IXXXX 14.00 oe prices ure nominally as fol 
ows 
Terne Plates Cents 
; Per Ib 
8-lb. Coating 14 x 20 Copper, heavy and crucible. ..16.75 
100 Ib. ... - $9.35 Copper, heavy and wire.......15.50 
Pee ees 9.50 Copper, light and bottoms... ..14.00 
IX ak 10.50 Brass, heavy wAddeeccuseee 10.50 
Firedoor etack 12.75 PE MTG wee nee xnetmcwed 7.50 
Heavy machine composition... .15.50 
Ti No. 1 yellow rod brass turn- 
n ings . 9.5 
deca Roeeeeanee 9.50 
: Per Ib No. 1 red brass or composition 
Straits ple ..oses.. A8@59e¢ WE S ckwnksneadonan an 12.50 
Rar meee ee F - 63 @b5¢ Lead, heavy revere | 
Ame rik an pig. 99 per Lead, Tea .. Ge tig ala detec 4.00 
ent ’ AT @ ae Zine . aes 5.00 


demand for paraffine wax, which is cutting down the supply 
available for domestic use. 

Prices are as follows 
fined light, 47c. per Ib.; 
45ec. per Ib. 

Dry Colors—The market on dry colors is very strong, 
with advances reported on blues and yellows. There is a 
serious shortage of raw materials, which is curtailing the 
output of dry color manufacturers. 

We quote from jobbers’ stocks, f.o.b. Chicago: Bone black, 5'4« 
to 10c. per Ib.; drop black, 6c. to 15e. per Ib.; lamp black, 15c. t 
45c. per lb.; Prussian blue, S0c. per Ib. and up.; chrome yellow 
26c. per lb.; English Venetian red, in barrels, $2.50 to $5 per cwt 
gilders’ whiting, in barrels. $3 per cwt.: New York plaster of 
paris, in barrels, $4 per bbl 


Beeswax, crude light, 44c. per Ib.: re 
crude dark, 42c. per Ib.; refined dark 





Boston Paint Market 


Office of HaRDWARE AGE 
Boston, Jan. 3, 1920 

OBBERS and wholesale houses report no improvement in 

the movement of mixed paints out of stock. Everybody, 
however, appears glad to have a breathing spell in which 
stock-taking and rearrangement of floor space have been 
attended to. The lack of demand has allowed the largest 
distributors to accumulate fairly comfortable stocks, so they 
should be in good shape to meet at least the first spring buy- 
ing rush. 

Brushes.—Nothing new has developed in the brush market 
of late. Manufacturers are all busy, although some of them 
are having more or less trouble in securing raw material 
and efficient labor. Their manufacturing costs, as a general 
thing, are higher than they were a year ago, which probably 
accounts for the talk in certain quarters of an advance in 
prices. The demand for paint brushes is quiet at the mo- 
ment. The leading manufacturers, however, have sufficient 
business already booked to lend considerable encouragement. 

Dry Colors—The market for dry colors has continued 
quiet and without special feature during the past week. 
American colors apparently will be popular again this 
spring, for one hears almost 1.0 talk concerning fcreign 
kinds. Prices are strong and unchanged. 
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3arrel Lots Plaster of paris, $4 to $4.25 per bbl.; whiting 
(commercial bolted), 2c. per lb.; whiting, gilders’, 24c. per Ib; 
dry zinc (American), 20c. per Ib.; lamp black, buik, loc. per Ib. ; 
lamp black, in 1-ib. packages, 19c.; raw and burnt umber, 9c. and 

2c. lb.; raw and burnt sienna, 15c. to 17¢c.; Prince’s metallic 
brown, 34c.; yellow ochre, 342.c.; Venetian red, 2c. per Ib. 

Pound Lots.—Paris green, in 1-lb. packages, 50c. Ib.; in 14-Ib. 
packages, Slc. lb.; in %4-lb. packages, 52c. ib.; uitra marine blue, 
24c. ib. 

Glue.—It has been so long since prices for glue have 
changed and the demand was normal that some paint houses 
have almost forgotten there is such a thing as a glue market. 
Nothing of interest in connection with it is reported this 
week. 

Glue, ground, 14c. per lb.; plate, 35c. per Ilb.; clear bonnet, 
37c. per lb. 

Lead.—As intimated a week ago, the price on lead has 
been advanced '4c. per pound, and in certain quarters it is 
said the top of the upswing has not been reached. It appears 
that the demand for lead manages to keep well in advance 
of the production, which, with other market factors, serves 
to hold sellers’ ideas on a high basis. The latest revised 
prices follow: 

White, in oil and dry, 1214-lb. kegs, lic. lb.; 25 and 50-lb. kegs, 
14%c.; 100-lb. kegs and larger, 144¢c.; for 500-lb. lots and over 
deduct 5 to 10 per cent. Dry red lead and litharge, 12144-lb. kegs, 
lic.; 25 and 50-lb. kegs, 14%c.; 100-lb. kegs and larger, 14\%c.; 
red lead, in oil, 1214-lb. kegs, 15149c.; 25 and 50-lb. kegs, 15%4c. ; 
100-lb. kegs and larger, orange mineral, 1244-lb. kegs, 15%4c.; 
25 and 50-lb. kegs, 15c.; 100-lb. kegs and larger, 14%c. lb. 

Oils, Ete.—Aside from an advance of 10 to 15c. per gallon 
in local wood alcohol quotations, prices on oils, turpentine, 
etc., have not changed during the past week. Most people 
have been too engrossed in the holiday and year-end activi- 
ties to pay much attention to the market. It is generally 
believed, however, that another week will see a resumption 
of the former activity in the market and possibly some re- 
vision in values. 

Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.; gasoline, 50 
gal. or more, 25'4%c. per gal.; kerosene, 50 gal. or more, 18c. gal. ; 
lard oil, $2 gal.; alcohol, denatured, 78c. gal.; wood, $1.65 gal.; 
linseed, raw, in barrel lots, $2.00 gal.; in 10-gal. lots, $2.10; in 
5-gal. lots, $2.15; in gal. lots, $2.20; neatsfoot, $1.85 gal.; sperm, 
$2.30 gal.; paraffin, 35c. gal.; floor oils, 50c. gal.; turpentine, $1.81 
gal. in barrel lots; in 10-gal. lots, $1.88; in 5-gal. lots, $1.91; in 
l-gal. lots, $1.93. 

Shellac.—The gum shellac supply situation is just as dis- 
couraging as ever. More or less stock is arriving from the 
other side of the water, but not sufficient to cause any lower- 
ing of values. In fact, advices from England and Calcutta 
are more bullish than every, and there is every reason to 
believe that gums will be more likely to advance than to 
decline during the next few weeks. Some local paint in- 
terests, however, feel that prices are as high as the con- 
suming public will stand. ‘ 

We quote from jobbers’ stocks: Orange gums, $1.85 per 
lb.; best white gums, $1.75; ordinary grades of white, $1.55 
to $1.65. : : P 

Sundries.—Local paint interests have advanced prices 
on sponges 50c. per pound to offset a similar demand made 
upon them. There has been more or less talk of higher 
prices for putty, but nothing definite has developed since 
last reports. Waxes are in good demand and strong in price. 

Putty (best), in 125-lb. drums, 8c. lb.; commercial putty (ir 





drums), 6c.; floor waxes, 45c. per Ib.; paraffin wax in 225-lb. 
cases, 118-20 melting, 914¢c.; 123-24 melting, 4%4c.; 128-30 melt- 
ing. 1014¢c.; crude wax, 5%c. per lb.; paint remover, $2.50 list; 


oxalic acid, 35ec. per Ib. 

Varnishes.—Comparatively little varnish has been sold 
since last reports. Prices for the better kinds are so high, 
because of the cost of gums and alcohol, that local paint 
interests in some instances express doubt as to the popu- 
larity of varnishes this spring. There are certain kinds of 
work, however, that call for varnishes and nothing else, and 
the manufacturers expect a normal business notwithstanding 
market quotations. 


Boosters’ Annual Smoker 


HE Hardware Boosters, an association of live-wire sales- 

men in the metropolitan district, will hold their annual 
smoker at “The Leslie,” Eighty-third Street and Broadway, 
New York, on the evening of March 1, at which a unique and 
novel program has been promised by R. W. Scobell, chair- 
man of the entertainment committee. Announcement of the 
official date was made at the last meeting of the Boosters, 
held December 27 at the Hardware Club, 253 Broadway, 
New York. 

“Every effort: is being made and also no reasonable ex- 
pense will be spared to make the 1920 smoker of the Boosters 
a thing to be remembered throughout the year,” Mr. Scobell 
declared. 


Hardware Age 





-—And every little while some wise man 
says, ‘I saw it in HARDWARE AGE.”’ 











Consistent with the policy promised in his inaugural 
speech, Chief Booster A. J. Ewald furnished a surprise at 
the last meeting by having a buffet luncheon served shortly 
after the meeting started. For the January meeting Chief 
Ewald promises to have a member of the late Lord Kitch- 
ener’s staff address the Boosters. 

Plans were discussed at the December meeting for en- 
larging the membership of the association in 1920 and also 
for broadening and deepening the scope and influence of the 
Boosters’ work in local hardware circles. A vote of confi- 
dence and appreciation was extended to C. C. Dietrich, 
whose initial efforts as secretary of the association and as 
editor of “Boosts,” the official publication of the Boosters, 
began with marked success. 

The next meeting will be held at the Hardware Club the 
last Saturday in January. 


Smith Selling for Mellgren 


-— SMITH, formerly connected with the Shapleigh 
Hardware Co., St. Louis, has been appointed special 
representative for Ohio and Indiana for Eric Mellgren & 
Co., New York, importers of Swedish razors and pliers. 
This firm handles exclusively the S. S. A. brand, manufac- 
tured by the Swedish Steel Forging Company, Eskilstuna, 
Sweden. Mr. Smith has been in the hardware game for 
many years and is one of the best known and most popular 
salesmen covering the middle west. 


Brief Notes of the Trade 


Ou May 1 the Anderson Electric Specialty Company, Chicago, 
Ill., will expand its plant to include the big building formerly 
occupied by the Ilg Electric Ventilating Company. A fifteen- 
year lease has been secured by the Anderson concern and the 
productive capacity will be greatly increased by the expansion. 

The Stewart Motor Corporation, Buffalo, N. Y., recently de- 
clarea a quarterly dividend of 2 per cent on the preferred stock 
and 2% per cent dividend on the common stock. The corporation 
is but seven years old and it has been found necessary to en- 
large its plant. 

William F. Ling, formerly a road manager for one of the 
Robert H. Ingersoll companies, has been engaged by the Hobbs 
Manufacturing Company, Worcester, Mass., to represent its lock 
washer line in Detroit, Cleveland and other cities, with head- 
quarters in Detroit. 

V. V. Casey, formerly southeastern representative of the North- 
western Chemical Company of Marietta, Ohio, has recently been 
promoted to Eastern representative and will have charge of the 
entire district from Canada to the Gulf. 

Harrison H. Boyce of the Motor Meter Company, Inc., Long 
Island City, has formed a new company to be known as the 
3oyce Veeder Corporation, which will market automatic fire 
extinguishers applicable to motor cars, trucks, tractors and aero- 
planes. Associated with Mr. Boyce is Paul L, Veeder, an attor- 
ney of New York City. James A. Abeles, former vice-president 
of the Motor Car Equipment Company, is also with the new cor- 
poration. 

Commencing Jan. 1 the Gnome Manufacturing Company, of 
Elizabeth, N. J., will market a new toy known as the Gnome 
monoplane. This concern was organized about six months ago 
and thé officers are: President, C. S. Cannon; vice-president, 
J. B. Dane; treasurer, E. V. Conrad, and secretary, J. H. 
Steenson. 

The capital stock of the Hobbs Manufacturing Company, 
Worcester, Mass., paper box manufacturers, was increased from 
$300,000 to $700,000. The new officers elected were: President, 
‘ B. Manville; vice-president, Herbert A. Pike; vice-president 
and treasurer, F. Stewart Andrews; secretary, Linwood M. 
Erskine. 

The new plant of the Duluth Show Case Company, which was 
started in November, is expected to be ready for occupancy by 
May 1. When completed the plant will be one of the most com- 
plete factories of its kind in the United States. 

An additional office of the Black & Decker Manufacturing 
Company, Baltimore, Md., has been opened at 201 Maynard 
3uilding, Seattle, Wash. The new office is in charge of A. E 
Nordwall, who will supervise the State of Washington, working 
in conjunction with the main Pacific Coast office at San Fran- 
cisco, Cal. 

Fifteen acres of land at Farmingdale, L. I., has been purchased 
by the Raymond Engineering Corporation, of 309 Lafayette Street 
New York, and a new half million dollar plant is being erected 
there. The corporation manufactures typewriters, phonograph 
motors and power tire pumps. 

The Cataract Refining & Manufacturing Company, Buffa!o 
N. Y., was recently purchased by the Swan & Finch Company 
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Straight Tips from 
Salesmen for the 
Hardware Buyer 


Here Are Two Live Wire Canadian Sales- 
men.with Ideas Good for All America 
—They Certainly Know Buyers 











Both buyer and salesman learn much from these letters. 


country and apply to every section 


They are from all sections of the 








ST. JOHN, N. B., CAN., Dec. 18, 1919. 
Editor HARDWARE AGE: 

DEAR SiR—The best answer I can give to this ques- 
tion is to give the description of a man who has been 
the buyer for a large firm of hardware merchants for 
over thirty-eight years. In my humble opinion he is an 
ideal buyer, the firm he is connected with has grown 
from a small start, employing about five clerks; to-day 
they employ over 150. 

This buyer is a man who cannot be carried away by 
an eloquent flow of sales talk, but he is open at all times 
to accept convincing arguments. He is a man who does 
not “wait and see” how a competitor is making out with 
a certain line before he takes it up, but has the ability 
to see future demands. He listens to every traveler’s 
story, but does not fall for every novelty that springs 
up in the night. He is a great believer in prestige, and 
only buys from firms with a national reputation, as far 
as possible. He is a man who considers quality first, 
and never turns a line down because a rival house has 
taken it up. He believes this to be one of the best helps 
in creating demand. He has no use for the salesman 
who knocks. He has been known to send a letter to the 
house a salesman’s representing telling them to advise 
their representative to boost and not knock. He reads 
his trade magazines without fail, and the market bulle- 
tins twice over. He considers service as well as price. 
By a simple system he can at once see how the stock 
stands on any line, and how much has been bought and 
sold during one, two, three or more years. By another 
system he can tell from what line is bought and the 
amount of orders that have been placed with this firm, 
also a note to the service of the firm. 

The above may not be just what you: are looking for, 
but it is a sure thing that the subject is a successful 
buyer. I remain, 

Yours faithfully, 
(Signed) P. H. BUTLER. 
W. H. Thorns & Co., Ltd., 
St. John, N. B. 


137 Wright Street, 
ST. JOHN, N. B., CANADA, Nov. 18, 1919. 
Editor HARDWARE AGE: 
DEAR SIR—I note that you ask what, in my opinion, 
are the qualifications that go to make a good buyer. 


The best answer I can give to this question is to give 
the description of a man who has been the buyer for 
a large firm of hardware merchants for over thirty- 
eight years. In my humble opinion he is an ideal buyer, 
the firm he is connected with has grown from a small 
start employing about five clerks, to-day they employ 
over one hundred and fifty. 

This buyer is a man who cannot be carried away by 
an eloquent flow of sales talk, but he is open at all 
times to accept convincing arguments. 
who does not “wait and see” how a competitor is mak- 
ing out with a certain line before he takes it up, but 
has the ability to see future demands. 
every traveler’s story, but does not fall for every novelty 


He is a man 


He listens to 
that springs up in the night. He is a great believer in 
prestige, and only buys from firms with a national 
reputation, as far as possible. He is a man who consid- 
ers quality first, and never turns a line down because 
He believes this to be 
one of the best helps in creating demand. 


a rival house has taken it up, 
He has no 
use for the salesman who knocks. He has been known 
to send a letter to the house a salesman is representing 
telling them to advise their representative to boost and 
not knock. He reads his trade magazines without fail, 
and the market bulletins 
service as well as price. 


twice over. He considers 
By a simple system he can at 
once see how the stock stands on any line, and how 
much has been bought and sold during one, two, three 
or more years. By another system he can teli from 
what firm any line is bought, and the amount of orders 
that have been placed with this firm, also a note as to 
the service of the firm. 

The above may not be just what you are looking for, 
but is a suré thing that the subject is a successful 
buyer. 

I remain yours faithfully, 
P. H. BUTLER. 
Care W. H. Thorns & Co., Ltd., St. John, N. B. 
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Publicity for the Retailer 





Ideas for Store Paper Editors—Gift Ads Which Brought Good Returns—Com- 
prehensive Electric Appliance Announcement 


1. Complete showing of electrical appliances. 





ELECTRIC APPLIANCES 


of Standard Quality are Appreciated Gifts 





UNIVERSAL ELECTRIC IRON 
2 Always ready at any time. Finely fin 
n ished. Price $6.50. 
UNIVERSAL FOUR-HEAT 
ELECTRIC GRILL 
Broils, bajls, fries, toasts. Complete 
with three pans. Price $12.00 
UNIVERSAL ELECTRIC TOASTER 
Crisp, brown toast at little cost. Price $6.50 
UNIVERSAL ELECTRIC PERCOLATORS 


Make delicious coffee 
$25.00 





very quickly. Urn pattern, $22.50 and 


Universal Electric Percolators with handle and spout to pour, 
$10.50, $12.00, 316.00 





Universal Electric Hair Curlers, $7.25 


REGINA ELECTRIC VACUUM CLEANER 


Easy and economical to operate ; light to use in any room; cleans 
thoroughly without dust and does not injure rugs or carpets. 
Price $35.00 

Extra attachments for furniture or walls 
Price $8.50 





WHITE WAY ELECTRIC WASHER 


Washes clothes clean with little effort. Equipped with re- 
versible wringer, complete with bench, $82.50 


+Without bench, $75.00 


BLUE BIRD ELECTRIC WASHER 


The aristocrat of washers, with swinging, reversible wringer 


Price $150.00. 





Benjaw:n Double the convenience of every electrical gift. This 
02 Bx rt 
! 2WayPing plug is $1.26, or three for $3.50 
BATH ROOM TRIMMINGS ae ae 
Improve the bath room now. Look at our large assortment of 
highly polished nickle-plated useful trimmings. . \ 


UNIVERSAL ELECTRIC HEATING PAD 

Fine for bedroom or invalid’s yse; flexible, can be applied to any 
part of the body. Price $10.06 “ 
Electric Room Heaters, $9.50, $10.00 q 





Headquarters for Christmas Gifts 
QUALITY GOODS AT MODERATE PRICES. MAIL OR 


TELEPHONE ORDERS WILL RECEIVE PROMPT AND 
CAREFUL ATTENTION 


E. K. OWENS HARDWARE CO. 


SUSQUEHANNA. PA. 




















By Burt J. PARIS 


Featuring Electric Appliances 
No. 1 (7 in. x 12 in.) 
HIS circular was used recently by the E. K. Owens 
Hdwe. Co., Susquehanna, Pa. It is particularly in- 
teresting because of its scope, the neat cuts used and 
the well arranged display. 

The heading of this circular is well worded. The 
gift thought and the quality thought are exceptionally 
well combined. Notice that price is quoted in every 
instance and that the price range is from $6.50 to $150. 
The copy is brief in each instance, but it will be noted 
that invariably a use or uses are mentioned in connec: 
tion with each article which suggest the convenience 
and comfort to be obtained from electric appliances. 

The headings in heavy type add greatly to the ad’s 
appearance and enable the reader to pick out at 4 
glance the particular item in which he is interested. 

Altogether this is a very well worked out appeal and 
one that was productive of good results. Copy of this 
nature can be used at all times of the year and we 
would suggest that you keep this announcement in miné 
when pushing your stock of electrical goods. 


American Toys for American Boys 

No. 3 (9 in. x 12 in.) 

HIS is a page from an exceptionally attractive Christ 

mas gift booklet of 8 pages sent out by Scull, Swait 
& Wallace, Sherman, Texas. J. J. Scull of the firm tells 
us that he believes that this is the first booklet of its 
kind ever published and, while we have seen others of # 
similar nature, we have noted few that measure up t 
the standard set by this particular effort. 

The title page of the booklet is very attractive. A 
cut of Santa Claus and some very neat typograph) 
make the cover especially appealing. 

Mr. Scull states that this is the first year his fir 
has handled toys and that a mighty good start hai 
been made. 

We direct attention to the verses on this page from 
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3. “American Toys for American Boys.” 





a Make A Merry Christmas Last the Whole Year Through. 





Dgwovb £nGe 


Tool Cabinets 






rhe 
AMERICAN TOYS 


| The pennies spent on little toys 


bs 
rd at) 





EVERY BOY 
Should Have A 

For Uncle Sam's own Girls*and Boys SET OF TOOLS 

In turn of course, go back again ! 


To our own Loyal Workingmen. 


Train the boy in the use of tools, 
and it will furnish him 
be of benefit to bim all through life 
Tool sets 
From $3.00 Up. 





American—the workman's hands 


American— twas built and planned 


| American--in spirit, too 
| America’s Toy Gifts for YOL 
| 








BICYCLES. 


BEAUTIFUL NEW MODELS 


Fitted with coaster brakes, for Boys 
and Girls as well as Men and Ladies 





A Christman Gilt, 


that will carry the remem 


| ! . 
| | Dissected Maps the giver for many years 
Hes j } Prices from $35.00 Up 
—OF THE } 
DO YOUR 


Pa af Christmas Shopping 
| Interesting and Instroctive to the 
Small Child 


Gducational Goys | United States. 


They are well constructed 
Early, 80 v8 to Get the Best Selections 
of Gifts 


and bave a large writing surface 
Prices from $1.50 Up | Prices 


--- 85 and 75 








the Scull, Swain & Wallace booklet in reference to the 
firm’s policy of selling American toys. Hardware deal- 
ers generally are rallying to the standard of the Ameri 
can toy manufacturer and while German toys may be 
sold in this country a very small percentage of them 
will find their way into American hardware stores, so 
small, in fact, as to be a negligible quantity. 


Howard’s ‘‘ Hello, Boys,’’ Ad 
No. 4 (3 cols. x 9 in.) 
ERE’S how Wm. Ludlum, adman for Howard’s, 
Mt. Vernon, N. Y., ties up with national publicity 
on toys. The advertising of this particular toy manu- 
facturer has been made conspicuous by the phrase, 
“Hello, Boys,” which has become sort of a trademark. 


5. Business-getting gift folder. 


John Lurie Ine. Broadway 58 & 59 Street 








For The Woman FOR 


FUR & FUR lined coats . $150.00 to $650.00 


THE 





Rain Coats 15.00 to =. 75.00 
Scarf & Muff 20.00 to 25.00 MAN 
Sweaters 16.50 to 2.00 


Hand Bags 18.00 to 65.00 
$200.00 to $650.00 
- 150.00 to 360.00 


Fur Coats 
Fur lined Coats 


Vanity Cases 37.50 to 100.00 


Manicure Sets 8.00 to 12.00 





Leather Coats $0.00 to 110.00 
Fitted Toilet Cases Leather Gauntlet Gloves $.00 to 14.00 
a 6s Golf Suits... -.ces....-:48 4500 to 60.00 
Beaded Bags 55.00 to 135.00 Caps sethdesctecesg@ =“HEO 5.00 
Lamb & Fur Lined Gloves Silk Mufférs.........05.. 600to 15.00 
6.00 to 35.00 Pur Caps..... ee 10.00 to 50.00 
Hats of Fur & Wool Suit Cases sate os 25.00 to 125.00 
500 to 65.00 CaneS....+. +006 £00 to» 15.00 
rs to 180 Umbseligs ..:...8.00 05 20.00 


Sweaterve,..s00. 8.00 to 25.00 
Leather Belts.,, 1.00 to 3.00 
Belt Buckles..., 1.00 to 3.00 
Pocket Knives. .S0to 3.00 ( 
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It is very important that the hardware dealer keep 
in touch with the advertising done by the manufactur- 
ers with whom he deals. Watch the advertising pages 
of HARDWARE AGE for announcements by manufacturers 
of their advertising plan ms of current 


ads. Write and ask them for schedules. Effort in this 
direction pays, for it en: ou to make both your 
announcements and your windows time 


John Lurie’s Gift Folder 

No. 5 (6 in. 2 7 in.) 
S leeuppion two pages are 
a very attractive 
Mr. Lurie is a New 


trom J hn Lur e’s Gift F 


8-page affair printed in 


iider, 
green. 


York Cit dealer and this booklet 


1. Toy ad with national fle 








HELLO, BOYS! 


Why, Hello, Boys; How you d 
Yes, you're the ones I’m talking t 
I’m Gilbert. Ever heard of me 

I make the Gilbert Toys, you see 





Old Santa knows my line by he 
And wouldn’t dar 
Upon his yearly Christm 
Unless my Toys were in his grip 
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UNCLE GILBERT 


GILBERT TOYS c 
Erector — = 
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Air-Kraft " | cusert | 
| t £4 WHELL TO }} 
Wireless ‘ - 
Chemistry pa Ping eRe ke 
nemis pe Eee Ree 
Toy Maker Meh aR 
Be TRY eer: roeey 
Mysto-Magic a 
p P ‘ pe \,.) 
The New Wheel Toy FPad\3S" 2 \ 
> 
100 Toys in One. aN 
. 
Lloward's, 

—_———— ——— —_—————— — 
was used both for mailing list inter. When you 
get out a broadside to y ! ways see that 
you have enough material t e counters. The 
arrangement of these page | vel readable 


Striking 


"THERE is a manu/actur > ye made ad utilized 
by the J. G. De Prez Co the 


Display 

current Issue 
of their store paper, ‘“Dep’s Pep,” published at Shelby 
ville, Ind. 


Were the De Prez Compar to § ip th ad them- 


selves the cost would shape up a it as follow 
Drawing and let $20 
Engraving 6 
Total $26 
When ready-made ads are viewed this light their 
value will become more apparent Manufacturers are 
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How De Prez uses ready-made' ads 


AMERICAN 


ORIGINAL 


wi ww? 


& GENUINE Yo 





THE J. G. DeP REZ OO. “th lly eille’s Greatest Store 





spending thousands of dollars preparing service ads for 
their dealers and the wise dealer is he who takes ad- 
vantage of such valuable service offered to him free of 
cost. ; 


Philippines Progressive 


fie up-to-the-minute methods are being used exten- 
sively in the hardware business in the Philippine Islands 
as well as in the United States is clearly proven after a 
perusal of the P. C. C. News, the publication issued monthly 
by the Pacific Commercial and Affiliated Companies of Ma- 
nila, P. I., and New York. 

The little twenty-four page booklet contains many excel- 
lent suggestions which are of interest to their hardware 
salesmen, and the facts found on its pages are presented 
in such manner that they cannot escape notice. Many illus- 
trations in the several articles also add attractiveness to 
the P. C. C. News. ' 

The Pacific Commercial and Affiliated Companies handle 
everything which is used on the Islands, so, of course, the 
hardware department boasts of doing a large wholesale dis- 
tributing business. One of the leading articles found in the 
August issue of the News is on the merits of American axes. 
This article is illustrated with a picture of a huge tree, 18 
feet in diameter, being felled, two axes being used after a 
20-ft. saw has been used to cut through from one side. 

Another article, written in news notes from New York, 
assures the residents of Manila that New York is no place 
to live and that Manila is, confidentially speaking, the gar- 
den spot of the world. High prices, subway crowds and cliff 
dwelling are the targets for some excellent humor on the 
part of F. J. Herier. 


Hold Christmas Party 


A MOST enjoyable Christmas party was enjoyed by 
the employees of the Chandler & Farquhar Co., 
3oston, December 24. The employees have an associa- 
tion which meets from time to time, and the party was 
held under its management. Brief addresses were made 


by President F. Alexander Chandler and by the treas- 
urer, Charles S. Farquhar, which was followed by: the 


Reading matter continues on page 130 


Hardware Age © 


distribution of cash bonuses and new life insurance cer. 
tificates. 

The insurance of the employees was established by 
the concern a few years ago and the minimum benefits 
are $250 for junior employees and $500 for senior em. 
ployees. This increases each year until $2,500 js 
reached after a service of ten years. 


Building New Addition 





(HE International India Rubber Corporation, South : 


Bend, Ind., have broken ground for a new factory 
addition. They will install a line of three new mixing 
and one large size calendar, and also three new vul- 
canizers. When completed the capacity of the factory 
will be 800 tires and tubes a day. 





Brief Notes of the Trade 


Work has been ‘started on a new screw factory for the 
Charles Parker Co., Meriden, Conn. 
Edward Allis, formerly manager of the Motor Car Equip. 


eimai i, er 


ment Co.’s Boston office and the automobile department of : 


Wetmore Savage Co., is now in charge of Butts and Ordway 
Co.’s automotive equipment department. 


Butts and Ordway Co., Boston, have installed an electric © 
galvanizing plant in their new warehouse, Moore Street, 


just off Southampton Street, Roxbury. 


The Dudley Hardware Co., Exchange Building, Provi- 


dence, R. I., has been awarded a contract to supply the 
hardware necessary for the addition to the home of George 
L. Shepley, in that city. 

Talbot, Brooks & Ayer, Middle Street, Portland, Me., have 
been awarded the contract to supply the hardware necessary 
in the new residence of J. C. Hamlin, Jr., that city. 

A. J. Osborne, Osborne Hardware Co., Holyoke, Mass., has 
been made a member of the auditing committee of the Hol- 
yoke Chamber of Commerce. 

Fire, believed to have originated from spontaneous com- 
bustion, recently caused damage estimated at $1,000 in the 


mixing room of the Boston Varnish Co., Second Street, 


Everett, Mass. 


Ween sty 


The American Safety Razor Export Corp. announces that |. 
it has opened offices in England and France to handle the | 


distribution of its products in Europe. 


The Albert K. Sheldon Co., Boston, with a capital of | 


$50,000, has been granted a Massachusetts charter to deal 
in and make paints, oils and varnishes. Albert K. Sheldon, 
42 Westville Street, Roxbury, is president of the corpora- 
tion. : 

The silk fish-line plant and business of E. J. Martin & 
Sons, Rockville, Conn., has been bought by the Horton 
Mfg. Co., Bristol, Conn., makers of fishing rods and reels, 
who will continue the business. 


The Horton company has © 


just increased its capital from $100,000 to $500,000. A. L. © 


Martin will remain with the new company. The Martin 
company was established thirty-seven years ago and was 
one of the largest of its kind in the country. 

A stockholders’ meeting of Landers, Frary & Clark, New 
Britain, Conn., has been called for Jan. 6, for the purpose 
of authorizing an increase in the capitalization from $5,000, 
000 to $6,000,000, by an issue of 40,000 shares having a pat 
value of $25 each. The company has no funded debt. 


The New England Implement Association will hold a two 


day convention, Jan. 22 and 23, in Boston. 

The Connecticut Manufacturers’ Association will hold an 
industrial and agricultural exhibit in the State Armory, 
Hartford, Conn., the week beginning Feb. 9, 1920. 

The finishing touches are being put on arrangements for 
the New England Hardware Dealers’ Association annua! 
convention and exhibition, which promises to be the most 
successful in the history of the organization. Indications 
are that the Associates will abandon their “Night Before 
this year in favor of a joint dinner-dance on the evening of 
Feb. 23. 

Frank Henry Hadden died Dec. 9 at his home on Crafts 
Street, Newtonville, Mass., of pneumonia, aged 71 years. 
For thirty-five years Mr. Hadden was agent for a New 
York cutlery manufacturing concern. He is survived by 4 
widow, two sons and a daughter. 
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| Activity in every Building 
swings 0” HINGES 


In and out! Open and shut, door after For more than 50 years the 
door responds to your desires. And Manufacturing Com } 
hinges make doors possible hinges and butts whi wing effectively, 
unnoticed, unassisted —wi the out a squeak, 






From the time you bound out of bed 
till you retire—doors, doors, DOORS, 
continually serve you. The home, the 
office, the Me ctory, the public buildings — 
all are made serviceable by doors. 


During this time McKinney hinges and 
butts have filled every | 
the common berry crate « 
door to the huge 
And hinges make doors possible. * cathedral portal —th 
product of proper be 


need. From 








Think how many times each day you 
unconsciously bring hinges into play. Un- 
noticed and forgotten they serve the need 
for. which they are created 









Remember! Wh 
the little hinge i 
it grows big in it 


do repair 
eem small, but 
nfatliny usefulness year 





They demand no attention. No repairs. after year. See that the name ‘Mc Kinney” 
Blending into the needs of everyday life, is stamped on the hinges or butts you 
McKinney hinges and butts do their buy. Then you have se tled the hinge 
Work'quietly yet thoroughly. What better question for life. as hinge is vital. fr 
test is there for quality? deserves your attention 








This striking advertisement 
appears in the January 10th 
issues of The Saturday Even- 
ing Post and The Literary 
Digest. In these two pow- 
erful publications it carries 
a message from McKinney 
Dealers tomore than 3,000,- 
000 wide-awake readers 
and prospective customers. 
At the same time other full 
page advertisements are ap- 
pearing in Architectural and 
Builders magazines. All 
these advertisements willbe 
followed monthly by others 
—all planned to make it 
easier for our dealers to sell 
McKinney products. It’s a 
big advertising campaign 
for YOU. Back it up to the 
last word! 





ar fw door ML KINNE Y 
Shashi Hinges and Butts 
McKINNEY MANUFACTURING CO., Pittsburgh.) WESTERN OFFICE, State-Lake Bidg. Chicago. EXPOKT KEPRESENTATION 


ke. " 


Good News! 














For fifty years the name McKinney has McKinney Products have set a standard in 
been known to the trade. Now a huge _ the past. McKinney Advertising will im- 


advertising campaign is telling millionsthe — press this fact on your customers. 


Be sure 


story of McKinney hinges and their allied you are recognized as local Headquarters 


products. You, asa dealer, can profit by for McKinney Products. 


Let your Cus- 


this advertising. Talk McKinney! tomers know youcarry the McKinney line. 


McKINNEY MANUFACTURING CO., Pittsburgh. WESTERN OFFICE, State-Lake Bldg., Chicago. 


Export Representation. 


Also manufacturers of C 
McKinney garage and 


tarm building door- 


ent, furniture e 
hardware and McKia- 
iy ot ng Hinges and Butts 

















Products Being Placed on the Market by Hardware Manufacturers 


New Bicycles 
The Har-ey-Day 


pany has placed eight new _ bicycle 
models on the market for 1920, one of 
which is shown herewith. All of the 


ison Motor Com- 








former frame styles have re- 
tained with the exception of t ( 
This new model has a drop f op 
bar, which allows a greater range of 
accommodation for prospective juve- 
nile buyers. 
The specifications of this model are 
given as follows: 
Frame.—Standard Ju % in, 
” 
| 
/ iam, 
f a ~ 
ff \ \ 
=" | 








Pg mame 
? 
a 





18-gauge best tubing, in 16 or 18 in. 
sizes with drop bar frame and 26 in. 
wheels, 14 in. special, 20 in. wheel. 
Guards.—Front and rear with rub- 
ber splasher. 
Tires.—Continental 
venile, i 
tread, 26 in. x 1% in. 
Handlebars.—Schineer, 18 in. 
2% in. extension stem, nickeled over 
copper, wound leather grips. 
Saddle.-—Special Persons Juvenile. 
Pedals. — Harley-Davidson l 
rubber 314 in. wide. 
Chain.—-No. 71 Diamond roller, 1 in. 
pitch, 3/16 in. wide. 
3rake.—New Departure, regular. 


Brigadier Ju- 
white side walls and_ black 


W ide, 


neerie 
special, 


An Improved Candle Socket 


Although candle sockets have con 
tributed not a little to the artistic 
merit of lighting fixtures, their me- 
chanical construction has left much 
to be desired by the fixture manu- 
facturer in the way of convenience of 


installation and wiring. The design 


of the Bryant Keyless Candle Socket, 
manufactured by the Bryant Electric 
Company of Bridgeport, Conn., has 
been greatly improved in this respect, 
as will be noted from the accompany- 
ing illustration. In wiring candle 
sockets, as hitherto made »y this and 
other companies, it was necessary to 
fish the wires through a hole cut in 
the side of the stem on which the 
socket was 4o be mounted, and from 
this point lead them outside the tub- 
ing to the binding posts of the socket. 





Bryant Improved Candle Socket 


In the improved Bryant socket there 
is a hole in the center contact of 
approximately the same diameter as 
the inside diameter of the tubing which 
is usually used for making the stems 
on which to mount the sockets. The 
socket is dropped down over the wires 
as they protrude from the stem and 
the socket is screwed in place—this 
operation being possible without twist- 
ing the wires or damaging them in any 
way. 

After the socket has been firmly 
attached the wires are pulled back by 
means of a hook or any convenient 
tool through the open yoke or “hickey” 
which forms a part of the socket, and 
are led through the grooves in the 
porcelain to the binding screw termi- 
nals. The improved features here de- 
scribed have been patented by the 
manufacturer. The catalog number 
of the device is 4004. 
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New Strauss Toys 


Two of the latest toys to be placed © 
on the market recently by Ferdinand 
Strauss, Inc., 7 West Twenty-second | 
Street, New York City, are a toy doll 
house range and the Blow Bell Clap. 
per-Horns. 








Toy Range 





Blow Bell Clapper-Horn 


The former of these is a miniature 
kitchen range, complete in every de 
tail and design. It is made of stand 
ard metal and handsomely decorated _ 
in appropriate colors. 

The Blow Bell Clapper-Horns art 
claimed to be the noisiest horns made. 
They are made of standard metal 
with patent clapper, patent corfu 
gated bell and knocker, best quality 
wooden mouthpiece and finished with 
careful workmanship. 





laced 
inand 
econd 
y doll 
Clap- 








ature 
y de- 
tand- 
rated 


is are 
made. 
metal 
orru- 
sality 

with 


January 8, 1920 








HARDWARE AGE 





CM Nas ct 


Sees ne ee b 


“The re Way 
to Grind Your Axe— 


whether it is a literal axe or a ‘Sales 


Axe""—is to do 


the job with 


Richards-Wilcox 


Ball Bearing 
Grindstones— 


Scientifically constructed to operate con- 
veniently and to grind effectively. 


You are sure to sharpen your volume 
of sales, defeat competition and build up 
a big grindstone trade if you push R-W 
grindstones. Fifteen stock 
foot treadle and pqwer machines, com- 
pletely equipped. 

Booklet UB-2 describes and il'ustrates 
Sent without obligation. 


Richards Wilcox Mfs. (6. 


various types. 


ae Hanger foran 


styles of 


Door that Slides 


rsLours AURORA. ILLINOIS,.U.S.A. 22523 


pH ADELPHIA 





LONDON. ONT. 





Roe eae Tee 


po 





MINNEAPOLIS 
SAN FRANCISC( 
























































New Stewart Accessories 


The Stewart-Warner Speedometer 
Corporation, 1826-1852 Diversey Boule- 
vard, Chicago, IIl., has recently placed 
on the market three new automobile 
accessories that have already attracted 
a good deal of interest among the ac- 
cessory trade. These three items are: 
the V-Ray Searchlight, the No-Glare 
Lens and the Hub Odometer. 

The V-Ray Searchlight is light in 
weight, attractive in design and can 
be easily installed on practically all 
of the standard car models. It is 


léewort 


TOTAL MELE AGE 


pOitts}215) 





a i ——— 


Hub Odometer 


suspended from the side of the wind 
shield by suitable brackets of the 
clamp type and may be turned to the 
side, inverted or turned toward the 
ground to suit any convenience or situ- 
ation. At the rear of the lamp is a 
mirror that enables the motorist to see 
traffic at the rear. The reflector is 
deep and is fitted with a high power 
lamp. The lamp is supported by tun- 
nions at the side and a swivel joint 
at the top, allowing a wide range in 
which to turn the light. It is made 
throughout of good material and is 
finished in black enamel, baked on. 





Watch this page for 
newcomers in the 
realm of automo- 
bile accessories 











The Hub Odometer is designed for 
Ford trucks, and is easily attached 
to the front hub by removing three 
bolts and fitting the odometer in place. 
The driving mechanism receives its 
power from a suitable connection on 
the axle. The manufacturer guaran- 
tees that by the use of this device an 
accurate gage can be kept on the num- 
ber of miles traveled as well as on the 
quantity of gas and oil consumed. 
Basing estimates on these figures it 





No-Glare Lens 


is possible, the manufacturer says, to 
tell what it costs per mile to operate 
the truck. The odometer is fitted with 
an oil plug, and the spindles and bear- 
ings may be lubricated without re- 
moving the hub cap. The cap screws 
in the end of the hub cap covering 
the face of the odometer, thus keeping 
it clean and easy to decipher. 

The No-Glare Lens is a powerful 
searchlight constructed and designed 
to produce a powerful light for night 
driving, as well as to meet the re- 
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quirements of no-glare laws of the 
different states. 


structed strongly for durability. 


Improved Spring Cover 


The Woodworth Manufacturing Cor. 
poration, Niagara Falls, N. Y., has 


just brought out an improved spring 7 ~ 
cover for 1920. This new cover, il. 7” 
lustrated herewith, is held in place by | ~ 
small steel hooks which fasten the | 7 


edges together on the underside of 
the spring. This not only makes a 


smooth and neat appearance but also | 
makes a lap that is dirt and water | 
tight, and causes no projections to) 7 
catch the dirt or prevent the covers © 


from being cleaned by wiping. This 


cover is lined with heavy felt wicking Fa 





Improved Spring Cover 


which is saturated with oil enough 
lubricate the springs sufficiently, the 
manufacturer says, to last for more 
than a year. 

This cover is easily fitted to any 
make of car. There are seven stand 
ard sizes besides the Ford sets, which 
recommends them as an easily handled 
line for dealers. 

These covers are made in _ two 
grades. One having an outer casing 
made of oil and water proof leathet 
and the other having the outer cover 
ing of imitation leather, which is als 
claimed to be proof against the action 
of oil and water. The finish is i 
black, 


It is light in weight 7 
and attractive in design, and is con 7” 
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Notes of the Retail Hardware Trade 


UFAULA, ALA.—The Eufaula Hardware Company requests 
E catalogs on a_ general line of hardware and kindred 
lines. 

ALPAUGH, CAL.—B. C. Shearer has been 
Howell. 

MANcos, CoL.--The Mancos Hardware & Supply Company has 
been incorporated with a capital stock of $25,000 to deal in hard- 
ware and implements, paints, oils and glass, on which catalogs 
are requested. 

GAINESVILLE, GA.—Goforth Bros. 
business here, handling automobile accessories, 
mechanics’ tools, sporting goods, cutlery, electrical 
specialties, ete. Catalogs requested on a general line of 
ware, 

WRIGHTSVILLE, 
has purchased the 
pany. , 

ALGONQUIN, ILL. 
to Peter Serres, who requests 

GirrorpD, ILL.—George Johnson has bought the 
of Jacob Johnson. 

Woop River, ILL.—The Lancaster 
chaser of the stock of George Schillinger, 
following lines: Automobile accessories, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
crockery and glass, cutlery, dog collars, electrical household spe- 
cialties, fishing tackle, furnaces, heating stoves, heavy hardware, 
home barbers’ supplies, lubricating oils, mechanics’ tools, paints. 
oils, varnisheS and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, sporting 
goods, toys, games and washing machines. 

La Porte, INp.—The Peterson Hardware Company, 921 Lin- 
coln Way, has been incorporated with a capital stock of $25,000, 
to conduct both a wholesale and retail business. The incorpora- 
tors are Charles F. Peterson, John F. Peterson and Julius C 
Travis. 

SoutH BENb, IND 
of its stock to M. E. Gilman. 

SULLIVAN, IND.—The Miller 
has disposed of its business to the 
ture Company. 

HEDRICK, IOWA Wells & Stump 
here, dealing in belting and packing, children’s vehicles, 
electrical household specialties, mechanics’ tools, ete. 
requested on hardware, plumbing and heating supplies. 

EL. Paso, Tex.—The Hardaway Hardware Company has been 
incorporated by G. W. Hardaway, Robert L. Holliday and J. M. 
Pollard. The capital stock is $5,000. 

CORTLAND, NeEp.—The Drewes lLron & 
quests catalogs on baseball goods, belting and 
separators, cutlery, electrical Ronnehela specialties, 
vanized and tin sheets, gasoline engines, heating stoves, 
hardware, lubricating oiis, mechanics’ tools, paints, oils, 
nishes and glass, ranges and cook stoves, shelf hardware, 
ing goods and washing machines. 

Vian, OKLA.—Huggins Bros, have 
Vian Hardware Company. 

Davis, S. D U. R. iweiks has been succeeded by J. 
and M. A. Jencks. 

WESSINGTON SPRINGS, S. D.—The Wessington Springs Hardware 
& Implement Company has sold its stock to W. H. Rohweder and 
James Carson. The firm name will remain unchanged. 

YoAKUM, TeEx.—Edwards Gilbert Company has been succeeded 
by Edwards Cartarsphen Company, which requests catalogs on 
automobi accessories, buggy whips, builders’ hardware, crockery 
and glass. cutlery, dog collars, furnaces, harness, heating stoves, 
heavy farm implements, heavy hardware, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, pumps, ranges an@ 
cook stoves, shelf hardware, wagons, buggies and washing ma- 
chines. 

ANTIGO, Wis.—The Guenthner, Hayner & Schoblasky Company 
are erecting A new modern fireproof building on Superior Street, 
which will be ready for occupancy about January 15, 1920, with a 
stock of the following, on which catalogs are requested: Auto- 
mobile accessories, builders’ hardware, cream separators, gasoline 
engines, heavy farm implements, lubricating oils, sporting goods 
and wagons and buggies. 

MAYVI-ELE, Wis.—The A. 
incorporated with a capital stock of $30,000. 
and Laura Thielke are the incorporators. 

Oconto, Wis.—d. S. Millen has purchased a new store building 
at 909 Main Street, into which he will move his stock. 

HERMITAGE, ARK.—A. FE. 3aker has engaged in the hard- 
ware business here, carrying a _ stock of the following, on 
which catalogs are requested: buggy whips, builder’s hard- 
ware, building paper, children’s vehicles, churns, crockery and 
glass, cutlery, fishing tackle, galvanized and tin sheets, harness, 
heating stoves, heavy farm implements, heavy hardware, lime 
and cement, linoleum, mechanics’ tools, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods and wagons and buggies. 

ASHBURN, GA.—The Shingler-McKenzie Hardware Company has 
been succeeded by the Shingler Hardware Company. 

HILLSDALE, ILL.—Butzer & Bryant have disposed of their stock 
of hardware and implements to Donahoo & Son. 

MaNITo, ILu.—Frank D. Rankin has sold his business to the 
Manito Hardware Company. 

Soutu BEND, Inp.—F. C. Reimold & Co., 125 North Main Street, 
hive purchased the three-story building at 127 North Main 
Street. and have added the space to its former store. New fix- 
tures have heen installed. 

ALBIA, Iowa.—The Anderson Hardware Store has been re- 
modeled and its space increased, making it modern and up-to- 
date. Catalogs are requested on a general line of hardware. 

MANSON, Iowa.—William Springer is purchaser of the stock 
of Folkerts & Springer. 

OFELWEIN, Iowa.—The firm of A. J. Maillie Company has been 
succeeded by Maillie & Roepke, and a line of implements added 
to its regular stock. The sporting goods stock now carried by 
the concern will also be enlarged. 
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Wrightsville 
Wrightsville 
Serres Brothers have disposed of their stock 
catalogs on mechanics’ tools. 
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Thielke Hardware Company has been 
Almond, Katherine 


_ ALPENA, Micu.—Lee Richardson has purchased a half interest. 
in the Alpena Hardware Company. 
IRoNwoop, MicuH.—b. Hummel has sold his hardware stock tg 


Louis Friedman, who requests catalogs on a general line of 


hardware. 

LANSING, MicH.—Paul E. Dunham has purchased the two store’ 
buildings at 1216 and 1218 Turner Street, and will occupy them 
with a complete stock of hardware, etc. 

LUDINGTON, MicH.—Skoog & Borg have been succeeded by the 
Skoog Hardware Company. 

Morrice, Micu.—Fred W. Burtnette has bought the hardware 
stock, fixtures, ete., of C. A. Coy. 

ALDRICH, MINN.—R. L. Benedict is purchaser of the hardware 
store of Edward Aldrich. The new owner requests catalogs on 
furniture, electrical goods and fixtures, stoves, etc. 

EVELETH, MINN.—The Range Hardware Company is purchaser 
of a hardware business here. Its stock consists of bicycles 4 
buggy whips, builder’s hardware, building paper, children’s ve 
hicles, churns, cream separators, cutlery, dog collars, electrica}’ 
household specialties, fishing tackle, furnaces, furniture depart 
ment, galvanized and tin sheets, hammocks and tents, harnesg, 
heating stoves, heavy farm implements, heavy hardware, home | 
barbers’ supplies, iron beds, kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, mechanics’ tools, oil cloth 
paints, oils, varnishes and glass, poultry supplies, prepared roof.” 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard 
ware, silverware, sporting goods, wagons, buggies and washing 
machines. 

ROBBINSDALE, MINN.—The Nash Hardware Company has beeq 
incorporated to deal in baseball goods, bathroom fixtures, buggy 
whips, builder’s hardware, building paper, children’s vehicles, 
churns, cutlery, dog collars, electrical household specialties, fish- 
ing tackle, furnaces, galvanized and tin sheets, heating stoves! 
lubricating oils, mechanics’ tools, paints, oils, varnishes and glagg, 
plumbing department, poultry supplies, prepared roofing, pumps) 
ranges and cook stoves, refrigerators, shelf hardware, silverware 
sporting goods, tin shop and washing machines. 

. LA Montr, Mo.—J. W. Moles is purchaser of the stock of K 
sewis. 

LopGe Grass, Mont.—The Lodge Grass Hardware & Implement 
Company has been incorporated to deal in automobile accessories, 
baseball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builder’s hardware, children’s vehicles, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, dog cok 
lars, dynamite, electrical household ‘specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin sheets, gasoling 
engines, hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, iron bedg 
kitchen cabinets, kitchen housefurnishings, linoleum, lubricati 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, pum 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, toys, games, 
ons, buggies and washing machines. The capital stock is $25,000) 
and Frank E. Clark is president; James V. Davidson, vice-presk 
dent; Gill S. Blount, secretary and treasurer. Catalogs requested” 

ANSLEY, NEB.—Hoover-Wee kly request catalogs on _ crockery 
and glassware. ‘ 

OVERTON, NEeB.—R. W. Wallace has purchased the stock, ané 
moved to the building recently occupied by T. O. Brownfield. 

Peru, Nes.——-D. Donovan & Son have disposed of their sto 
to I. W. Wright. 

New RocHELLE, N. Y.—A. Librett has commenced business 
54 North Avenue, carrying a complete line of hardware, paint#} 
and tools. } 

Port JERVIS, N. Y.—F. A. 
F. Sharp at 94 Pike Street. 

ASHEVILLE, N. C.—William H. Brown has disposed of his ine 
terest in the Northup-McDuffie Hardware Company. 

DRESDEN, On10.—The Frazier Hardware Company has been ine 
corporated as successor to Frazier Bros., who commenced bus 
ness in 1892. The capital stock is $25,000 and a line of the fe 
lowing will be carried: automobile accessories, baseball goods) 
buggy whips, builder’s hardware, building paper, children’s ves 
hicles, churns, cutlery, dairy supplies, dog collars, fishing tackle} 
galvanized and tin sheets, heating stoves, heavy farm imple 
ments, heavy hardware, home barbers’ supplies, lubricating oil 
mechanics’ tools, paints, oils, varnishes and glass, poultry supe 
plies, pumps, ranges and cook stoves, sewing machines, shelf. 
hardware, silverware, sporting goods, toys, games, wagons, bu 
gies and washing machines. 

FREMONT, OH10.—The Winters Hardware Company, doing both 
a wholesale and retail business at 317 West State Street, has im} 
creased its capital stock from $20,000 to $40,000. The busines 
was established in 1849, and catalogs are requested on a gene 
line of hardware. : 

TRONTON, OHIO.—The Central Hardware & Harness Company 
has taken over the stock of the Hutsinpillar-Sheridan Company 

OKMULGEE, The Knight Hardware Company, doing be 
a wholesale and retail business, is purchaser of the hardware 
department of the Parkinson-Trent Mercantile Company. Cata® 
logs are requested on baseball goods, bicycles, buggy whips 
builder’s hardware, building paper, children’s vehicles, churns 
cream separators, crockery and glass. cutlery, dairy supplies, do 
collars, electrical household specialties, fishing tackle, furnaces 
galvanized and tin sheets, hammocks and tents, harness, heating 
stoves, heavy hardware, kitchen housefurnishings, lubricating oil& 
mechanics’ tools, paints, oils, varnishes and glass, poultry sup 
plies, prepared roofing, pumps, ranges and cook stoves, refrigetay 
tors, sewing machines, shelf hardware, silverware, sporting go 
tin shop, toys, games, wagons, buggies and washing machines. 

New KENSINGTON, PA.—The Johnston Hardware Comnany fi 
succeeded W. J. Pflough. In addition to a hardware stock, 
conduct a sheet metal work, roofing and heating business. Cata® 
logs requested. 

MonrTPELIER, VT.—Frank A. Hayden has purchased the interes 
of Daniel R. Campbell and Mrs. Inez E. Campbell in the Capital 
Hardware Company. The business is wholesale and retail in th 
following: Roofing, paints, oils, varnishes, sporting goods, cu 
lery, crockery, ete. 


Peck has bought the stock of Henry 
Catalogs requested. 
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